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Muitiple V-Belt Drive 


- 
é 

Segue 
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ALLIS-CHALMERS Manufacturing Company, ro 
Milwaukee, Wisconsin, announces that licenses under 
United States Letters Patent No. 1,662,511 relating to 
power transmitting mechanism, commonly known as 
Multiple V-Belt Drive, have been granted to the following 
belt and sheave manufacturers: 


The American Pulley Company -_ - - = = Philadelphia, Pa. 
The Dayton Rubber Manufacturing Wes: os + oe Dayten, O. 
R. ew, Dick Co., Ine. ---44 Pas Passaic, N. J. 
Dodge Manufacturing Conpliaian - = = = += Mishawaka, Ind. 
L.H. Gilmer Company -~ - - - Tacony, Philadelphia, Pa. 
Goldens’ Foundry & Machine a icony «utes = Columbus, Ga. 
The B. F. Goodrich Rubber Company - - - - - ~ Akron, O. 
The Goodyear Tire & Rubber Company, Inc.- - - - Akron, O. 
W. A. Jones Foundry & Machine Company- - - = - Chicago, Ill. 
The Manhattan Rubber Mfg. Division of 

Raybestos-Manhattan, Inc. - — ee Passaic, N. J. 
The Medart Company - ie == - - St. Louis, Mo. 
The Ohio Valley Pulley Works ‘oa Maysville, Ky. 
Pyott Foundry & Machine Company- - - - ~- - Chicago, Ill. 
Rockwood Manufacturing’Company - - - -_ - Indianapolis; Ind. 
T. B. Wood's Sons Company-_ - - Chambersburg, Pa. 
Worthington Pump and Machinery Cecpdiiiiten - - Harrison, N. J. 

® 


Milwaukee, Wisconsin 





The Model-A BEAVER Pipe Machine 





Swinging 
Blade Reamer 
is Standard 
Equipment. 
No Extra 
Charge! 





Three Open- 
ing Die heads 
—euch Self- 
contained and 
Fully Adjust- 





Mandy star 
wheels con 
trol Ruck - 
und - Pinion The BEAVER Model-A 1/2 to 2” Electric Pipe Machine venience 


Feed and Au- 


The Tilting 
Work Head 





is a real con- 


ccduakie Out (Capacity up to 12°—with Geared Tools) bed non Sates 
off. Complete with THREE self-contained Die-Heads, thread- Shaft. 


ing 1/2 to 2”, and 5 gals. Beaver Threading Oil, $345.00. 
Portable Stand, $17.50 extra. 


| URING the week of September 25th the tollowing jobbers sold ModelA BEAVER Pipe Machines at a 

profit of approximately $60.00 each. The names of the BUYERS are given so you can form an opinion of 
the calibre of firms which preter the Model A BEAVER. Please note, too, the calibre of Jobbers who sell 
BEAVER equipment 


Jobbers Buyers 


Crane Co. (Los Angeles) Six Companies, Inc. (Boulder Dam) 
Barrett-Christie (Chicago) American Sheet & Tin Plate Co. 
Pgh. Gage & Supply Co. (Pittsburgh ) Joseph Finch Distillery 

M. J. Daly & Sons (Waterbury) The Torrington Company 
Doermann-Roehrer (Cincinnati) Gardner-Richardson (2 Model-A’s) 
English Bros. Mchy. Co. (Kansas City) The Morrell Packing Co. 


It you are not selling pipe machines, it may be because you are not offering your customers the advanced (pat- 


ented) mechanical features found only in the Model-A BEAVER Pipe Machine. 


(ae To Jobbers’ Salesmen! 


You can sell the BEAVER Model-A with perfect peace 
oe of mind because we guarantee Your Customer 100% 
Satisfactory Service. No “Ifs,” “Ands” or “Buts” about 
it—just plain 100% Satisfaction. 











e e THE BORDEN COMPANY, 293 DANA STREET, N. E., WARREN, OHIO e e 
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the Alamo! 


Rang the Battle Cry that Swept 
Texas to Victory 


@ Written in bold relief on the pages of American history is the Battle of 
the Alamo... where David Crockett fell... where William Travis died a 
hero... where a plucky band of 150 Texans garrisoned outside San Antonio 
held an overpowering army of Mexicans at the bay for eleven bloody days 

. finally on March 6, 1836, to be massacred to the last man! But their 
purpose was achieved: a unified Texas rallied to the cry “Remember the 
Alamo ” and drove out the invaders forever. 


Today...“ 
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The battle cry is reversed . . . pointing to a significant fact in Hewitt history. 
Alamo Iron Works remembers ... remembers what it has meant to be a 
Hewitt distributor for 24 years. 


Alamo remembers that in all of these years our quality has never been 
questioned, our service never surpassed. Both have enabled Alamo to build 
up an ever growing and profitable volume on belting, hose, packing .. . 


Alamo remembers, too, Hewitt’s sincere policy on price and distribution . . . 
a policy which has always been fair, protective, and conducive to worth- 
while profits in every distributor’s mechanical rubber goods department. 


That’s why distributors stay with Hewitt, just as Alamo has. They remember 
things like that. For example: Practically all of our accounts of 10 years 
ago are still with us. 


EWITT CORPORATION 





THE qunik PERCHA & RUBBER MANUFACTURING CO. EST. 1859... HEWITT RUBBER COMPANY. EST. 1904 
HOSE CONVEYOR AND TRANSMISSION BELTS PACKING 
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You Needn ’tgeageielsns 
because you'>¥ ‘4 


—YOU CAN MAKE 
THIS BOOK SELL 
VALVES FOR YOU 
WHEN YOU CAN’T 
BE ON HAND 


— you can’t be on hand 
yourself every time a cus- 
tomer needs valves, it will pay 
you to give the new Jenkins Cat- 
alog a real introduction to your 
customers. That is all you need 
to do to make this Book a profit- 
able helper...ready to give a 
strong sales talk for you at any 
time your customers need valves. 


It takes but a minute to sell a 
buyer the idea of using the Jen- 
kins Catalog when valves are 
needed. Quickly go through it 
with your prospect... point out 
the completeness of the Jenkins 
line of over 400 valves... call at- 
tention to the data section which 
gives more helpful, practical 
information than any single engi- 
neering manual on the market... 
show the unusually complete 







description of each valve, telling 
what a man needs to know in pick- 
ing the correct valve for a job. , 


Give the Book such an introduc- 
tion and your customers will 
appreciate that it’s not ‘“‘just 
another catalog.” They'll use it 
...and you'll get more orders for 
Jenkins Valves. 

JENKINS BROS., 80 White Street, New York, 
N.Y.; 510 Main Street, Bridgeport, Conn.; 
524 Atlantic Avenue, Boston, Mass.; 133 No. 
Seventh St., Philadelphia, Pa.; 646 Washington 


Blvd., Chicago, Ill.; JENKINS BROS., Limited 
Montreal, Canada; London, England 


Jenkins Valves 


BRONZE — IRON — STEEL 


SINCE 1864 





R 
"4 THIS CATALOG WILL BRING YOU MORE ORDERS 


wt 00 ous want 








SEE THAT 
YOUR CUSTOMERS 
HAVE A COPY 


Send us the name of 
any valve buyer who 
hasn’t received 
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With Which Is Consolidated INDUSTRIAL DISTRIBUTOR AND SALESMAN 
And Combined With Mill Supply Salesman, Founded by Ernest H. Smith 
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The Washington Convention 


More than 300 distributors and manufacturers 
attend this year’s meeting of the National, 
Southern and American Associations 





Deputy Administrator Muir put the crowd in good spirits for this photograph which was taken immediately following 
the session which was featured by his address. 


HE public hearing of the distributor's 

code of fair competition and an inspiring 

address by Malcolm Muir, deputy admin- 
istrator, National Recovery Administration, 
in which he outlined thoroughly the aims of 
the NIRA and emphasized the new opportu- 
nities available to distributors under the re- 
covery program, featured the triple conven- 
tion of the National, Southern and American 
Associations held in Washington, September 
25, 26 and 27. 

A splendid attendance of distributors and 
manufacturers from every section of the 
country attested to the importance of this 
year’s meeting. 

In addition to a report of the convention 
itself, the distributors’ code as signed by 
President Roosevelt appears on page 14. 
This code is now law and therefore demands 


the closest study by everybody connected 
with the industry. The code definitely sets 
minimum wage scales, maximum hours of 
labor and lists unfair trade practices. It also 
provides for a Code Authority of eight men 
to enforce the law. 

In order to facilitate operation under the 
code, the National and Southern \ssociations 
recognize the desirability of properly func- 
tioning local associations and therefore are 
urging that immediate action be taken to or- 
ganize local groups in territories where none 
already exists. 

If you attended the Washington Conven- 
tion, you'll want to review carefully the im- 
portant activities recorded on the following 
pages. If you were unable to be present, this 
issue of Miry Suppuies provides you with an 
authoritative report of what went on. 














The Distributor’s Responsibili 
Under NIRA 


In his address before the Joint Merchandising Committee session of the Triple 

Mill Supply Convention, Malcolm Muir explained the purpose of the NRA, 

touched upon the three phases of the program, gave assurance that the adminis- 

tration is thoroughly cognizant of the need for reviving the prostrated industry 

of capital goods and emphasized the great opportunity awaiting distributors 
for selling industrial modernization 


By MALCOLM MUIR 


Deputy Administrator, National Recovery Administration, 


HE real objective of the Na- 
tional Recovery Act is, of 
course, a courageous effort to 


bring about the return of prosperity 
by increasing the national purchasing 
power through the raising of wages 
and the shortening of hours so that 
more workers may be employed. This 
objective, however, would be doomed 
to failure if the law did not also 
make it possible for industry to do 
away with those bad practices which 
were the main reason for the profit- 
less period which, strange as it may 
seem, most industry experienced even 
in the recent “boom” days. 

N.LR.A. is often referred to as 
a “labor law.” It is in the 
that, if we are to have prosperity in 
this country, we must first make sure 
that the rank and file of the workers 
are gainfully employed. I would re- 
mind you of the fact that all those 
in this country whose incomes are 
$2500 or less a year consume approx- 
imately 80% of all of the production 
of our factories. Unless this fact is 
recognized and unless means can be 
found to pay adequate wages to this 
vast army of employees, our factories 
cannot be busy and the capital which 
we have invested in American indus- 
try cannot receive its proper reward. 
Therefore, if the Codes of Fair Com- 
petition which are being worked out 
by each industry fail to recognize 
this fact and also fail to direct in- 
dustry to correct those abuses which 
industry was unable to correct, the 
purpose of this law will fail. 

The fighting, courageous and typi- 
cally American slogan of this su- 


sense 
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Washington. 





MALCOLM MUIR 


“I believe distributors can give tre- 
mendous impetus to the whole indus- 
trial recovery program.” 


preme effort is “We Do Our Part.” 
The vast army of the American peo- 
ple are living up to that slogan. 
But there is an element that is not 
doing its part. It consists of some 
who seriously and conscientiously do 
not believe in this program, and 
many others who, by temperament, 
are naturally laggards and cynics. 
While the motive of these two 
groups are entirely different, the re- 
sult is the same. They are a drag 


upon a powerful, constructive force 
that is gaining momentum each day. 
There is no place for and this is not 
the time for the faint-hearted. 

There is patriotism in this N.R.A. 
movement and there is a self-interest 
appeal that must be recognized. 
American business men are moving 
on Washington by the thousands, de- 
termined to develop a self-govern- 
ment program for their industry that 
will succeed. They see in N.R.A. the 
first chance for the return of pros- 
perity that they have found in four 
years. They are going to carry on 
and, I believe, will win despite the 
prophets of gloom. 

I feel that the extent to which it 
succeeds depends largely on the de- 
gree in which labor and management 
will co-operate during these next few 
vital months. Each must refrain 
from pushing their selfish advan- 
tages. Each must work for the com- 
mon good. 

[ want to say to the distributors 
who are here that you are to be con- 
gratulated for your whole hearted 
support of the Administration and for 
your co-operation in having your code 
ready for public hearing, despite the 
many diverse problems with which 
you wrestled. 

The program of the N.R.A. can 
really be divided into three distinct 
phases; that of the President’s Re- 
Employment Agreement, commonly 
spoken of as the Blue Eagle Drive, 
the development of codes by all in- 
dustries and the effective administra- 
tion of these codes by the indus- 
tries themselves. I will touch briefly 
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on each one of these three phases 
of the program. 

Some people feel that the Blue 
Eagle Campaign is mere ballyhoo. It 


is not. It has a definite purpose and 
a logical place in the whole program. 
In order that the Act might be prop- 
erly administered it has been abso- 
lutely necessary to mobilize public 
opinion back of the Recovery Pro- 
gram. General Johnson, that astute 
and seasoned campaigner, early real- 
ized the great value and force of an 
aroused public opinion. He further 
saw that the orderly process of de- 
velopment by industry self-governing 
programs would necessarily be slow. 
He realized that business was poorly 
organized to accomplish this task and 
it would take time for it to prepare 
sound and well considered Codes of 
Fair Competition. He further real- 
ized the necessity for quick action 
and he therefore asked all employers 
to agree with the President to raise 
wages and shorten hours immediately 
in order that we would have a prompt 
lift of national purchasing power dur- 
ing the time that the second phase 
of this program—the codification of 
industry — was proceeding in the 
proper way. This campaign has now 
been passed on to local districts to 
carry on. The National Recovery 
Administration is organizing to com- 
plete the more fundamental process 
of assisting Government to codify 
and to administer its codes. 

I would like to emphasize one or 
two things in connection with these 
last two phases of this program. It 
is the earnest desire of the adminis- 
tration that industry will organize 
itself into the proper trade associa- 
tions and develop its own Codes of 
Fair Competition with as little assist- 
ance from the Government as pos- 
sible. These codes, of course, must 
be fair to labor, fair to the large and 
small units of each industry and pro- 
tect the public interests as well. It 
is the important duty of the National 
Recovery Administration to see that 
this is done. 

After these codes have been ap- 
proved by the President and industry 
has its charta under which, with the 
increase of national purchasing 
power, it should operate successfully 
and at a profit, the part of the Ad- 
ministration should be largely one of 
a silent partner. Only when the code 
authority of an industry finds that it 
is failing in this self-governing pro- 
gram should it be necessary to call 
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in the representative of the Recov- 
ery Administration who is a non- 
voting member of that code authority. 
There should be as little of Govern- 
ment control as possible in the final 
administration of these codes. The 
degree of Government control will 
depend, to my mind, entirely on how 
far each industry will govern itself 
in the best interests of its labor, its 
capital and the public. If it fails to 











Pointed Paragraphs 


“I cannot emphasize too strongly 
that N R A is alert to the need for 
stimulating buying in the capital 
goods industries.” 


“Unless we have recovery of the 
capital goods industry, we shall have . 
no general recovery.” 


“Manufacturers with low-cost plants 
have an economic advantage because 
while the N I R A codes prohibit 
an individual manufacturer selling be- 
low his own cost, they do not pro- 
hibit selling below his competitor’s 
cost.” 


“If the high-cost plant, which has 
agreed not to sell below its cost, re- 
fuses to see the advantage of using 
modern machinery, continues to tol- 
erate obsolescence, determines to re- 
tain high costs, that is virtually a de- 
cision to commit commercial suicide.” 


“To share in the avalanche of busi- 
ness that must come as industry 
recognizes its changed manufactur- 
ing problems, distributors must be 
equipped to sell creatively.” 


“Distributors must be the advance 
guard of this drive to show industry 
its needs under the new conditions. 
They have the close knowledge of 
local conditions, a technical acquain- 
tance with manufacturing and proc- 
essing operations, and are, or should 
be familiar with the opportunities for 
modern equipment in the plants in 
their territories.” 


“To the extent that distributors rec- 
ognize the changed conditions under 
which their selling must go forward 
and create sales, to that extent will 
they be recognized as a factor in dis- 
tribution during the next few years.” 


“Many manufacturers already realize 
that present equipment cannot be tol- 
erated. They have told me their 
boards are ready and willing to ap- 
propriate the money. But they must 
be shown the economic advantages.” 


“Modernization of existing facilities 
to meet new manufacturing and cost 
conditions, not expansion of plant ca- 
pacity, will be the big factor in 
clinching business.” 








do this it naturally must invite a 
larger degree of Government control. 

I want to say something to you 
about the personnel of the National 
Recovery Administration as I, as a 
business man, have seen it. I can 
say most definitely that I have found 
nowhere in the National Recovery 
Administration the slightest trace of 
politics or of a bureaucratic tendency. 
It is a service organization staffed 
by business men eager to assist in- 
dustry toward the way to prosper- 
ity in this New Deal. Two men 
are responsible for this remarkable 
non-political organization, Franklin 
Roosevelt and General Hugh John- 
son. 

You may feel that it is proper that 
I should give you somewhat of a 
progress report as to what has been 
done to date. Industry is being rap- 
idly codified and the Administration 
factors of the program are moving 
forward to completion. I find other 
plans in Washington which will be 
a great help to prosperity such as 
the study of ways and means of as- 
sisting the capital goods industries 
both by stimulating their purchasing 
and also the financing of such goods. 
Also the development of the Public 
Works Program and other similar 
plans. 

You are all deeply concerned, I 
know, and want to know what con- 
sideration N.R.A. is giving to the 
capital goods industries and what the 
administration’s attitude is toward 
this whole question of the purchase 
of machinery and capital equipment 
generally. 

I cannot emphasize too strongly to 
you the fact that N.R.A. is alert to 
the need for stimulating buying in 
the capital goods industries. 

It is unfortunate that in the con- 
fusing, early days of N.R.A. the idea 
was allowed to get abroad that no 
new machinery was to be bought by 
industry. Since then, soberer analy- 
sis has shown that unless we have 
recovery of the capital goods indus- 
try, we shall have no real general 
recovery. 

Since the middle of March, 1933, 
we have had one of the fastest, if 
not the fastest, rise of the business 
curve this country has ever known. 
The only worry is, to what extent 
will it continue without the recovery 
of the capital goods industry? Con- 
sumers’ goods reached a low, last 
March, of 26% off the 1929 peak, 


and since March has recovered near- 


- 
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Revive the Capital Goods Industries 


‘6 

O N the occasion of the session of the Associated Business Papers, to- 
gether with the National Conference of Business Paper Editors, may I sug- 
gest that you give earnest attention to the situation now existing in capital 
goods industries. Your group is informed as to the vast amount of pur- 
chasing of durable goods, which has been deferred during the past three 
years. You understand that the industries producing such goods represent 
more than half this country’s normal business. We are at a critical time in 
recovery. Confidence of the great mass of our people in their own future 
and in the future of the country has been restored. Men are going back 
to work; pay envelopes are fatter. We must insure this upward trend by 
making it practicable for purchasing of durable goods to be resumed again, 
so that the industries that make such goods and the workers normally em- 
ployed in those industries may again have an income. It is within your 
province to contribute mightily to the release of the dammed-up demand 
for machinery and equipment and other goods required by mills and fac- 
tories and our transportation system for fully efficient operation under 
today’s conditions. As you have helped the recovery administration in its 
efforts to date, your Government now asks that you give special considera- 
tion to ways and means for reviving that part of the nation’s industry that 
is still sick.”—Telegram from General Hugh S. Johnson, Administrator, 
National Recovery Administration, to Associated Business Papers and 
National Conference of Business Paper Editors, of which MILL SUP- 





PLIES is a member, on occasion of their annual meeting. 





ly half of that loss. You know how 
that was done. The shelves of whole- 
salers and dealers were empty and, 
fearing, in fact knowing, that prices 
were going up, they bought fast and 
furiously. Their enormous orders 
brought about a 48% rise in the 
manufacture of consumers’ goods. 
Now the question is, will those goods 
go from the warehouse and the deal- 
ers’ shelves into the hands of the 
public? Up to recently, statistics in- 
dicated that retail sales have increased 
only 12% , whereas, as we have said, 
manufacturing has increased 48%. 

Perhaps the reason for that lag lies 
in the fact that the capital goods in- 
dustry which had fallen two-thirds 
below its 1929 peak (compare that 
with the 26% drop of the consumers’ 
goods industry) has come back only 
one-fifth of the way, and so has re- 
employed a correspondingly small 
number of workers. In 1929, the 
capital goods industry (and those 
producing material and services en- 
tering into both capital and consum- 
ers’ goods) employed approximately 
10,000,000 workers and one-half the 
number of workers employed by the 
consumers’ goods and the capital 
goods industries. In view of that 
could anyone doubt the patriotism of 
the company that modernizes its 
plant and replaces its old machinery, 
or the patriotism of the manufac- 
turer who sells to it? 


8 


Now that many industry codes have 
been accepted, manufacturers with 
low cost plants are happy. They find 
they have an economic advantage. 
Keep in mind that the N.I.R.A. 
codes prohibit an individual manufac- 
turer selling below his own cost, but 
not below his competitor’s cost. So 
the low-cost plant can use this eco- 
nomic advantage several ways, might 
even sell at the same price as its 
competitors and use the extra profit 
for more salesmen, for redesign of 
products, for improved quality. 


N the other hand, if the high- 

cost plant, which has agreed not 
to sell below its own cost, too, refuses 
to see the advantage of using modern 
up-to-date machinery, continues to 
tolerate obsolescence, determines to 
retain high costs, that is virtually a 
decision to commit commercial sui- 
cide. Now suppose you persuade this 
plant to modernize, to construct a 
new efficient plant, to install modern 
equipment and methods, to reduce 
costs to competitive levels. Then this 
plant could survive, then it could con- 
tinue to provide employment and 
could continue to contribute to the 
economic and social welfare of its 
community. In addition, this plant 
would be helping to revive the pros- 
trated industry of capital goods, 
would be doing its share of putting 
the 10,000,000 workers normally em- 


ployed in the capital goods industry 
back to work. 

The N.I.R.A. came at a time when 
most businesses were operating at a 
loss. Those businesses face now the 
problem of compensating for the 
higher wage bills brought about by 
their industry codes, compensating 
also, for past and present operating 
losses, of meeting the competition of 
low-cost plants, and faced with no 
hope of real recovery in consumer 
purchasing power so long as the mil- 
lions of workers normally employed 
by the capital goods industry remain 
unemployed. You are part of the 
capital goods industry. You have 
closely viewed the condition of equip- 
ment throughout the industry. I ask 
whether you can see any hope for 
profit on the part of high-cost plants, 
until these plants offset the larger 
wage bills under N.I.R.A. codes, and 
past and present operating losses with 
greater efficiency gained through dis- 
carding obsolete buildings and equip- 
ment and through the purchase of 
new and modern facilities. And profit 
is still important even today to busi- 
ness because capital is important. 
The ability of any company to retain 
its capital or to attract new capital 
is dependent upon its ability to earn 
a profit. 

The natural question now is what 
to do about it. To you representing 
the selling end of the business the 
answer is obvious. And in that 
answer lies your great opportunity. 
You are a tremendously important 
cog in influencing business opinion 
and if we are to have sustained recov- 
ery that opinion must be made aware 
of the necessity for eliminating obso- 
lescence and reducing the cost of 
high-cost manufacturing. 

Many manufacturers already real- 
ize that present equipment can not 
be tolerated. They have told me that 
their Boards are ready and willing to 
appropriate the money. But they 
must be shown the advantages. 

You have the problem of re-align- 
ing your sales thinking. Expansion 
of plant capacity on which many of 
you have depended for business 
under these new conditions will not 
be the big factor. Modernization of 
existing facilities to meet new man- 
ufacturing and cost conditions will 
be the big factor. 

Order taking will always be in 
order and transoms should be kept 
wide open, but if you men are to 
share in the (Continued on page 76) 
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Newsy Notes from the 
Triple Convention 


Opportunity 
N addressing the Convention, H. 
F. Seymour, president, American 


Association, emphasized the fact 
that both distributors and manufac- 
turers have a real opportunity in 
this change from individualism to 
group or industry activity, which is 
taking place. 

“Under the new order,” Mr. Sey- 
mour said, “methods will be more 
ethical, resale policies more effective, 
the duties of the buyer more dis- 
criminatory and the seller’s job more 
strenuous, 

“Competitors will be finding them- 
selves selling under practically the 
same conditions and this will call for 


salesmanship of the highest order.” 
* ok x 


Association Membership 
HE National Association  re- 
ported that during the past few 

months applications for membership 
had been received from 35 distrib- 
utors, including William S. Roe, 
W. Wallace McKaig, Samuel Mc- 
Knight Hardware Company, Geller, 
Ward and Hasner Company, Shad- 
bolt and Boyd Company, Butts 
and Ordway Company, The Gal- 
igher Company, John FE. Larra- 
bee Company, Fred K. Blanchard, 
Hendrie and Bolthoff Manufactur- 
ing and Supply Company, W. S. 
Wilson Corporation, Sterling Hard- 
ware Company, The Wirthl!in-Mann 
Company, The Mine and Smelter 
Supply Company, Ducommun Cor- 











A Memphis foursome. R. D. Van Dyke, 

Jr., Industrial Supplies, Incorporated; Joe 

Dilworth, J. E. Dilworth Company; Phil 

Pidgeon, Pidgeon-Thomas Iron Company; 

and Tim Guinee, Riechman-Crosby Com- 
pany. 
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poration, Penn General Supply Com- 
pany, Treat Hardware Company, 
The Milligan Hardware and Supply 
Company, The Bingham Tool and 
Supply Company, Phillips and Eas- 
ton Supply Company, Fuller Supply 
Company, M. L. Foss, W. H. Kief- 
aber Company, R. C. Neal Company, 
The Huchthausen Company, Fort 
Wayne Pipe and Supply Company, 
Joplin Supply Company, D. Nast 
Machinery Company, English Broth- 
ers Machinery Company, J. Russell 
and Company, Hunter and Havens, 
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White Star Company, Suelflohn and 
Seefeld Company, Mill and Mine 
Supply, Incorporated, and Williams 
Hardware Company. 

* * * 


Creative Selling 
N his address to the convention, 
Howard Ehrlich, publisher, Miri 
SUPPLIES, touched upon the eco- 
nomic changes which have been 
taking place and how they will affect 


industrial distributors. In part he 
said: 

“Under the distributors’ code, 
aside from a_ standardization of 


working hours and wages, the im- 
portant objective is the elimination 
of unfair trade practices which have 
made it so difficult in the past to 
operate at a profit. Thus, the dis- 


tributor will have just three things 
to sell, quality, prestige and service. 

“It is safe to assume, therefore, 
that competition will not be stifled, 
but rather intensified. As a matter 
of fact, it isn’t competition in the 
true sense of the word if a distribu- 
tor is attempting to sell a product at 
an established price and a competi- 
tive distributor or manufacturer is 
offering a product of similar speci- 
fications to the same prospect at a 
price from 5% to 50% lower. Real 
competition comes when all sellers 
are offering the same product at the 
same price. 

“The real opportunity for the dis- 
tributor is in the direction of cre 
ative selling. The codification of in- 
dustry is placing a definite premium 
on production efficiency. Every 
manufacturer must reduce his op- 
erating costs to the lowest possible 
point, because no government will 
compel the public to be robbed in 


order that a high-cost plant may 
stay in business. 
“Manufacturers operating low- 


cost plants have a decided economic 


advantage over their competitors 
which can be used to strengthen 
their position with reference to 


greater sales activity, redesign of 
their products, improved quality or 
in other ways. [High-cost plants 
will suffer, therefore, unless they 
reduce their costs to the level of the 
efficient plant. 


“Thus, distributors their 


and 





“Boy! It surely feels good to sit down,” 
say H. M. Pritchard, Root, Neal and Com- 
pany, Buffalo; Charles G. Gessner, Cling 
Surface Company; W. W. Hopkins, Root, 
Neal and Company; and Paul J. Weinberg, 
Cuneo Catalog Service Company. 














backed ’em 


Our photographer certainly 
against the wall where they couldn’t get 


away. D. S. Gibson, Worthington Pump 
and Machinery Corporation, and “Bill” 
Todd, Somers, Fitler and Todd Company, 
Pittsburgh, Pennsylvania. 





salesmen not only have an unusual 
opportunity, but a definite responsi- 
bility. They are in an admirable 
position to carry the message of 
modernization, which is so vital to 
business, to the men who are most 
concerned. But the job requires in- 
telligent, creative, planned selling. 
“A distributor must know all the 
plants in his territory and something 
about them. He must classify these 
plants by industry. He must have a 
knowledge of the processes em- 
ployed in each industry and an un- 
derstanding of the application of 
new and improved products to these 
processes. . 
“Simple forms can be provided to 
collect and tabulate this essential in- 
formation and it would add little to 
present sales cost to make a specific 
sales analysis of a territory with a 
view to determining just what op- 


portunities exist for the sale of 
products handled. 
“The manufacturer, too, has a 


definite responsibility in the creative 
selling task ahead. He must work 
more closely with his distributors in 
surveying their territories and pro- 
viding a comprehensive application 
of his products in’ industry. 
“Another important consideration 
which industry will be forced to 
heed is that of eliminating wasteful. 
uneconomic practices. Here, too, the 
distributor has a fine opportunity. 
One of the most wasteful practices 
ever indulged in by industry is that 
of maintaining excessive supply 
stocks. They have been led to be- 
lieve that by purchasing in large 
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quantities direct, they’ edn buy 
cheapér. Offett the first ‘cost is less, 
but the initial savings “are soon eaten 
up, and a lot more too, by excessive 
carrying charges. ‘ 

“Under thé; new conditions every 
industrial plaft -will.be anxious to 
keep its stock carrying costs at a 
minimum so as to be on an equal 
footing with its progressive compe- 
titors. Thus, the distributor has an 
outstanding opportunity to sell users 
on the economy of buying from 
him.” 





Frank P. Green and Joseph M. Hottel of the 
sales department of the Delta File Works, 
Philadelphia. 





tributor and, 3. The shopping around 


Resale Prices 

” HERE is no question but that 

price stabilization is both de- 
sirable and necessary for the res- 
toration of profitable conditions,” 
said George Fernley. “It can be ac- 
complished quickly and fairly if 
manufacturers will take advantage of 
the privileges accorded them by the 
NIRA and suggest prices at which 
they desire their lines to be sold.” 

“Under the anti-trust laws,” 
pointed out W. D. Young, president, 
Cling-Surface Company, it has not 
been legal to make any agreement, 
written or implied, with the sellers 
toward the maintenance of prices. 
The only recourse left to the manu- 
facturer, therefore, has been that of 
declining to supply an offending 
seller. The seller had no recourse 
but to abandon the line. 

“Because of the difficulties en- 
countered in the past in enforcing 
price maintenance,” Mr. Young 
went on, “‘price-cutting became prev- 
alent. The evil effects of this prac- 
tice are known to all. 1. The fear 
on the part of conscientious manu- 
facturer that the distributor was 
shaving prices to land _ business; 
2. The anxiety on the part of the 
distributor that the manufacturer 
was either extending concessions to 
the cream of the business or slip- 
ping an extra 5% to a favorite dis- 





To the Ladies! Standing, left to right, Mrs. George H. Boucher, Mrs. V. H. Brink, Mrs. 
G. Walter Ostrand, and Mrs. H. G. Seaman. Seated: Mrs. G. A. F. Perry, Mrs. R. H. Rus- 
sell, Mrs. F. H. Page and Mrs. C. B. Cecil. 
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on the part of the suspicious con- 
sumer who was fearful that he was 
not getting as good a price on like 
quantity as his neighbor. 

“Under the codification of indus- 
try, it appears that the enforcement 
of resale prices will be easier of ac- 
complishment and the entire indus- 


try, distributor, manufacturer and 
user alike, should welcome the 
change.” 

“The need for the establishment 


of equitable resale prices is more 
pronounced now than ever,” pointed 
out Harry Ruhf. “The necessity for 
such action now is brought about 
by the fact that selling below cost 
is to be prohibited. If manufactur- 
ers will set up resale prices, providing 
the distributor with an adequate 
profit margin, it is essential that 
these prices be maintained.” 


Local Associations 

SXEORGE FERNLEY stressed 

the fact that under the “New 
Deal” the need for local groups be- 
comes more pronounced than ever. 
He stated: 

“Enforcement of the provisions of 
the code and the many other duties 
and obligations the law will impose 
upon the industry will make it neces- 
sary for our Code Authority Com- 


mittee to delegate certain of its 
duties to local groups. It is essen- 


tial, therefore, that local associations 


which now exist immediately pre- 
pare to assume these new obliga 


tions and that other local associa- 
tions be organized in_ territories 
where they do not exist.” 
* cS * 
Sales Policies 
” HE sales policy of a manufac- 


turer is of far greater impor- 
tance than a temporary price advan- 
tage,” pointed out George Fernley. 
“Therefore, diligent effort to secure 
accurate information regarding the 
policies of manufacturers before 





A world of supply house experience 
wrapped up in a comparatively small pack- 
age. A. B. Paull, Beals, McCarthy and 
Rogers Company, Buffalo; W. T. Ryan, Cut- 
ter, Wood and Sanderson Company, Cam- 
bridge, Massachusetts; and “Bill’? Hunter, 
Ross-Willoughby Company, Columbus, 
Ohio. 





Pete Thayer, Mill Supplies; R. A. Shaffer, Simonds Saw and Steel Company; E. E. 
Stvan, Strong, Carlisle and Hammond Company, Cleveland; T. H. McDougal, H. D. 
Taylor Company, Buffalo, and R. H. Myers, Simonds Saw and Steel Company. 
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There’s real business going on here. So in- 
terested were A. R. Smith, Boyer-Campbell 
Company, Detroit, and Charley Allinger, 
Charles A. Strelinger Company of the same 
city, in a discussion of the NRA and its ef- 
fect on Detroit business that they didn’t 
know the picture was being snapped. 


purchases are made materially re- 
duces cause for complaint after a 
line is stocked. 

“Distributors individually are en- 
tirely within their legal rights in ask- 
ing manufacturers for statements of 
this nature.” 


* Ok Ox 


Purchasing 
—_ value of the Purchasing 
Contract* was stressed by D. W. 
Northup, president, The Henry G. 
Thompson and Son Company. 

“The distributor who insists upon 
a manufacturer signing a Purchas- 
ing Contract,” Mr. Northup, 
“precludes the possibility of that 
manufacturer selling articles in any 
line of distribution at a lower price 
than he sells the distributor who has 
received the signed contract. 

“The Purchasing Contract  re- 
quires a manufacturer immediately 
to quote the distributor any lower 
prices or better terms as soon as 
they are given to any others in the 
distribution field. It likewise prevents 
a manufacturer from selling large 
quantities of so-called seconds or 
obsolete stock without the distribu- 
tor’s knowledge, thus affording him 
an opportunity to secure these stocks 
if he so desires.” 


said 


real 
seek 
(Continued on page 30) 


“The one major effort of a 
purchasing agent should be to 
out value,” 





*For full details concerning the Pur- 
chasing Contract see page 24, Mini. Sup- 
pLiEs, July, 1933. 


11 








Public Hearing on Code 


Features Convention Activities 


Open-minded, efficient manner of Assistant Deputy Administrator 
and his advisers bears out ““Government’s partnership with bus- 
iness’”’ promise. Interest centers about Articles III, IV, V and VI. 
Prompt approval assured as Deputy Administrator compliments 
supply industry on thought and effort spent on drawing code 


LL activity, all thought, all talk at the Washing- 
A ton convention was centered about the public 

hearing on the code of fair competition. Numer- 
ous code committee meetings, executive committee meet- 
ings and a three hour joint session of members of the 
National and Southern Associations were devoted to ani- 
mated discussions of the provisions of the code, to say 
nothing of the hundreds of informal pow-wows. 

The convention proper having started on Monday 
morning, Tuesday evening saw the document ready for 
presentation to the Administrator, thanks to the untiring 
efforts of the code committees of the two associations. 

The hearing, which convened the following morning, 
September 27, in the theatre of the Wardman Park 
Hotel, quite naturally played to a full house. And why 
not? A new law for the conduct of their business was 
in the making for these men, many of whom had come 
from long distances, and they were determined to find 
out something about this NRA business. They weren't 
quite sure how the hearing would be conducted ; whether 
it would be a free-for-all argument or a cold-blooded 
inquisition. But they were not long left in the dark. 

Promptly at ten o’clock, Assistant Deputy Adminis- 
trator George Brady, opened the hearing with a clear- 
cut explanation of its purpose and the method of pro- 
cedure. He promptly allayed all fears that his methods 
would be dictatorial and created an immediate impres- 
sion that here was a man who had every desire to help 
an industry write a business law for itself but had no 
intension whatever of letting the hearing develop into 
a catch-as-catch-can argument. 

At the table with Mr. Brady sat H. F. Seymour, in- 
dustrial adviser, Mr. Berrell, labor adviser, Mr. Tis- 
dale, consumer adviser and Mr. Ansel, legal adviser. 

With as little delay as possible, Assistant Deputy 
Brady called on Herbert W. Strong, of the Strong, 
Carlisle and Hammond Company, Cleveland, to present 
the code. 

Mr. Strong, with the permission of the Administra 
tor, dispensed with the actual reading of the code as all 
present had been supplied with copies. He did, how- 
ever, call the Administrator’s attention to two changes 
which had been agreed upon at the joint meeting on 
Tuesday. He also gave the Administrator a few per- 
tinent facts about the industry, its history and its close 
relationship with wholesalers of other types. 
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Thereafter the code was taken up section by section 
with the Deputy Administrator calling on all those who 
had asked to be heard on each section. 

Article I, Purposes, passed without comment but on 
Article II, Definitions, the Administrator called for a 
clearing up of the terms “adequate investment” and 
“warehouse and necessary facilities for operating same.” 
His point in this, as he explained, was to make sure 
that the intent was not to keep out small distributors 
but rather to eliminate “fly-by-night” operators. 

Article III, as was expected, brought on the fireworks. 
Mr. Berrell, the labor adviser, jumped into its compli- 
cated provisions with both feet. “Why was the flat 40- 
hour week changed to a 40, 44 and 48-hour week?” 

The provisions of this section and of Section IV as 
submitted at the hearing were identical with those of the 
Retail Code as it stood at that time. Mr. Strong and 
Mr. Fernley explained that many distributors of indus- 
trial supplies also operated retail departments and 
wanted their entire organization on the same hour basis. 

Mr. Fernley expressed the views of all those present 
when he stated that this industry was willing to go along 
on any reasonable basis but asked that the hour and 
wage stipulations to which they were asked to subscribe 
be similar to those for other types of wholesalers and 
retailers with whom they competed. 

At the suggestion of Assistant Deputy Administrator 
Brady, the code committees met with the labor adviser 
immediately after the hearing to discuss a solution to 
this problem. From this conference emanated the final 
provisions of Articles III and IV. 

Up to this point all had been serene in the packed 
theatre. All questions had come from the stage where 
sat Mr. Brady and his advisers and had been answered 
by Mr. Strong or Mr. Fernley from the front of the 
room. But with the opening of discussion on Article 
V, the participation by members of the industry became 
much more general. 

The Article had to do with the administration of the 
code and had been revised prior to the hearing so as to 
put such administration in the hands of an eight-man 
elected code authority. It was stipulated in the code pre- 
sented that this code authority be elected by members 
of the industry by a mail ballot. This, it seems, was 
not entirely satisfactory to all members of the industry. 

Herbert Edge, president, Topping Brothers, New 
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York City, speaking for the Metropolitan Mill, Marine 
and Contractors Supply Institute, an organization of dis- 
tributors within 50 miles of the city hall of New York, 
presented a brief and several amendments, the gist of 
which were that due to the unusual conditions surround- 
ing the distribution of industrial supplies in the metro- 
politan New York area, it was felt that at least one 
member of the code authority should be chosen from 
that section. One of the amendments proposed that mem- 
bership in the Metropolitan Association be recognized 
along with membership in the other two groups when 
the cost of the 
code authority 
was prorated. 

Mr. Edge was 
followed on the 
floor by repre- 
sentatives of dis- 
tributors in 
Cleveland, Cin- 
cinnati, Pitts- 
burgh, Minneap- 
olis, Philadel- 
phia, Chicago 
and Detroit, each 
of whom pro- 
claimed them- 
selves _ satisfied 
with the code 
‘authority but 
desired a representative if sectional lines were drawn. 

At this point the Deputy Administrator stepped in to 
warn against writing a detailed organization set-up into 
the code. Logically he explained that if each and every 
duty were to be outlined for the code authority, the 
real good which this body could accomplish would be 
greatly limited. He urged the establishment of general 
aims of the code authority and discouraged limiting 
clauses which might prove detrimental in operation. 

While on the subject of regional representation, it 
might be well to quote a resolution adopted by the mem- 
bers of the National and Southern Associations in a joint 
meeting on Tuesday. The resolution reads as follows: 
“\WHEREAS—Article V of the Code of Fair Competi- 
tion for Distributors for Industrial Supplies provides for 
the creation of a Code Authority and WHEREAS—to 
efficiently and effectively administer the provisions of 
the Code it is highly desirable, if not essential, that there 
be the closest possible cooperation between the Code 
Authority and local, sectional, and regional organizations. 
Therefore, it is resolved—That—we the members of the 
National and Southern Associations in convention as- 
sembled hereby create a Code Advisory Council—same 
to be composed of one representative and one alternate 
of every regularly organized local, sectional or regional 
club or association of mill supply distributors, such rep- 
resentative and alternate to be chosen by such organi- 
zation. 

The Code Advisory Council shall from time to time 
present to the Code Authority its suggestions with ref- 
erence to revision and change in the code and it shall 
proffer its services individually and as a council to the 
Code Authority in securing observance of the code.” 

The discussion on Article VI, Unfair Competition, 
brought a new angle into the hearing, the consumer. 
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Mr. Tisdale, the consumer adviser, questioned sections 
1, 2, 3 and 12 of this Article as being opposed to the 
best interests of the consumer. 

Some explanations of these sections were made from 
the floor but as a definite conclusion seemed impossible 
in a reasonable length of time, Mr. Tisdale was also 
asked to meet with the code committee immediately after 
the public hearing. 

The final Article of the code is more or less stand- 
ard for all codes, and, quite naturally, called for no dis- 
cussion other than a purely routine explanation. 

Assistant Dep- 
uty Administra- 
tor Brady closed 
the hearing with 
a brief explana- 
tion of the pro- 
cedure to be fol- 
lowed thereafter. 
He explained 
that at the con- 
clusion of the 
meeting to be 
held with the 
code committees 
he would receive 
the reports of 
the various ad- 
visory boards 
and incorporate 
them in his report to Administrator Johnson. The hear- 
ing was recessed one hour and 40 minutes after it started. 

The smooth, efficient manner of the Assistant Deputy 
Administrator, the intelligent questions of his advisers 
and the open-minded attitude of all was a revelation to 
every distributor in the room. When the hearing was 
recessed a general feeling prevailed that the code was 
in the hands of men who sincerely believed in the 
efficacy of the NIRA and who would try their utmost 
to pass on to the members of the industrial supply trade 
a code of ethics which will enable them to operate in 
the future more sanely and with more assurance of a 
reasonable profit. 


lollowing the public hearing, the code committees of 
the National and Southern Associations met with Mr. 
Berrell, the labor adviser and Mr. Tisdale, the con 
sumer adviser, for the purpose of ironing out the differ- 
ences in Articles III, 1V and VI. 

The code thereafter followed the regular procedure 
of the Recovery Administration, being signed by the 
President on October 24. It becomes effective as the 
law under which all business in the industrial supply 
industry is to be done 10 days after that date. 

The month of November will undoubtedly be one of 
feverish activity in the industry. A Code Authority of 
eight men must be elected by a. mail ballot, many 
regional groups will undoubtedly seize on the opportu- 
nity to file price lists and every distributor falling under 
the definition outlined in the code will be busily engaged 
in conforming with its requirements. 

A close study of the document which appears in full 
on pages 14 and 15, is recommended. A real opportunity 
to put the industrial supply industry on a_ profitable 
basis has been presented. It would be criminal if such 
opportunity were not fully grasped. 
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Code of Fair Competition 


for 
Distributors of Industrial Supplies and Machinery 


Final draft approved by President Roosevelt on October 24 


ARTICLE I. 


Purposes 
To effectuate the policies of Title I of the National Industrial 
Recovery Act, the following provisions are submitted as a 
Code of Fair Competition for the Industrial Supplies and Ma- 
chinery Distributors’ Trade, and upon approval by the Presi- 
dent, shall be the standard of fair competition for this trade. 


ARTICLE It. 
Definitions 

Section 1. The term “Industrial Supplies and Machinery Dis- 
tributors’ Trade,’ or “trade,” as used herein, includes the 
warehousing, selling, distributing and/or servicing in conjunc- 
tion therewith of tools, equipment and supplies for railroads, 
ships, boats, mines, mills, factories and/or other industrial 
users. 

Section 2. A Distributor of Industrial Supplies and Machinery 
shall be defined as one who sells to industrial consumers and 
other trade outlets; and who has at least the following facil- 
ities and services: 

(a) An adequate investment. 

(b) Storage space sufficient to carry the stock required in 
Paragraph (e) herein and necessary facilities for operating 
same. 

(c) A proper accounting system, sales, office and delivery 
service. 

(d) Regularly maintains salesmen in his territory to dem- 
onstrate and sell the lines handled. 

(e) Carries a sufficiently complete purchased stock of indus- 
trial tools, equipment and supplies to meet normal require- 
ments in his territory. 

(f) Assumes the credit risk of his sales. 

Nothing in this Section 2, Article II, however, shall be con- 
strued to exclude in any way as a member of the trade and/or 
from the operation of this Code, anyone who sells tools, equip- 
ment and supplies to the industrial users described in Section 
1, Article II hereof except with the approval of such exclu- 
sion by the Administrator. 

Section 8. The term “employee” as used herein includes any 
person engaged in any phase of the trade in any capacity in 
the nature of employee, irrespective of the method of pay- 
ment of his compensation. 

Section 4. The term “employer” as used herein includes any- 
one for whose benefit such an employee is so engaged. 

Section 5. The term “member of the trade’ as used herein 
includes any employer who shall be subject to this Code. 

Section 6. The term “member of the Code” as used herein 
includes any member of the trade who shall expressly signify 
assent to this Code. 

Section 7. The term “effective date” as used herein means 
the tenth day after this Code shall have been approved by the 
President of the United States. 

Section 8. The term “learner” as used herein is a person 
having no previous experience in the trade, and whose em- 
ployment as such shall not exceed 6 months. 

Section 9. The term “act” as used herein is Title I of the 
National Industrial Recovery Act. 

Section 10. The term “Administrator” as used herein is the 
National Recovery Administrator. 

Section 11. Population for the purposes of this Code shall 
be determined by reference to the 1930 Federal Census. 


ARTICLE III. 


Hours 

On and after effective date of this Code 

Section 1. No employee in the Trade, except as hereinafter 
provided, shall be employed for more than eight (8) hours in 
any one day nor for more than forty (40) hours in any one 
week, nor for more than six (6) days in any one week, pro- 
vided, however, that during inventory and other peak periods, 
such employees may be permitted to work not more than 
forty-eight (48) hours in any one week, or not more than three 
(3) weeks in any six (6) months’ period; provided, further, 
that the average shall not be more than forty (40) hours per 
week in any six (6) months’ period. 

Section 2. The limitation of Section 1 of this Article III as 
to hours of work shall not apply to persons in a managerial, 
executive or supervisory capacity, who now receive more than 
$35.00 per week, or to watchmen and outside salesmen. 
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Section 3. The limitation of Section 1 of this Article III as 
to hours of work shall not apply to persons engaged in outside 
delivery service, plant maintenance, outside repair and/or in- 
stallation service, nor to persons engaged in stock receiving 
and shipping service, who shall be permitted to work not more 
than forty-eight (48) hours in any one week, provided time 
and one-third is paid for all hours worked in excess of forty 
(40) hours per week. 


Section 4. No person under the age of sixteen (16) years 
shall be employed by any member of the Trade, and no person 
under the age of eighteen (18) years shall be employed in any 
hazardous occupation. 

Section 5. The total number of hours which shall be worked 
by any employee whether with one or more employers, shall 
not exceed the maximum as prescribed herein. 


. ARTICLE Iv. 


Wages 
On and after effective date of this Code 


Section 1. The minimum rates of pay except as prescribed 
in Section 2 of this Article IV shall be as follows in cities of 
the population listed below and their immediate trade areas: 

Over 500,000 population not less than $15.00 per week. 

250,000 to 500,000 population not less than $14.50 per week. 

2,500 to 250,000 population not less than $14.00 per week. 

In towns of less than 2,500 population, all wages of such 
employees shall be increased by not less than 20%, provided 
that this shall not require wages in excess of $12.00 per week. 


Section 2. No part time or casual employee shall be paid at 
a rate per hour less than the minimum rates prescribed in 
Section 1 of this Article IV, which minimum rates are based 
on a forty (40) hour week, applying to the area in which the 
employer is located. 


Section 3. Learners may be paid at the rate of $2.00 less 
per week than the minimum rates prescribed in Section 1 of 
this Article IV, provided that in no case shall the minimum 
be less than $12.00 per week. 

Section 4. Junior employees between the ages of sixteen (16) 
and eighteen (18) inclusive, with less than six (6) months’ 
experience in the trade, may be paid at a rate of $2.00 less 
per week than the minimum rates prescribed in Section 1 of 
this Article IV, provided that in no case shall the minimum be 
less than $10.00 per week. 

Section 5. Such learners and junior employees mentioned in 
Sections 3 and 4 of this Article IV employed by any one em- 
ployer shall not exceed in number more than five (5) per cent 
of the total number of employees of such employer, provided 
that each employer may have at least one learner or junior 
employee. 

Section 6. No employee now receiving compensation at a 
rate in excess of the minimum herein prescribed shall have 
his compensation reduced on account of any reduction in the 
weekly hours of employment to conform with the requirements 
of Article III. 

Section 7. The hourly wage rate or salary of all employees 
receiving more than the minimum rate or salary herein pre- 
scribed, shall be equitably adjusted, if such adjustments have 
not already been made. 

Section 8. No distinction in rates shall be made between 
male and female employees, where the same class of work is 
performed, regardless of whether compensation is calculated 
on an hourly, weekly or monthly basis. 

Section 9. No employee shall be included in one of the classifi- 
cations excepted from the provisions of this Code unless the 
identical functions were identically classified on June 16, 1933. 

Section 10. No person who has worked as a learner for one 
member of the trade for the period of time prescribed under 
the term “learner” in Article II, may thereafter be classified 
as a learner. 

Section 11. No employer shall reduce the compensation for 
employmént now in excess of the minimum wages herein pre- 
scribed, notwithstanding that the hours worked in such em- 
ployment may be hereby reduced. 


Section 12. The provisions for a minimum wage in this Code 
establish a guaranteed rate of pay per hour or per week of 
employment, regardless of whether the employees’ compensa- 
tion is calculated on an hourly, weekly or monthly basis. 


ARTICLE V. 


Administration 
Section 1. To further effectuate the policies of the Act, a 


Code Authority is hereby set up to co-operate with the Ad- 
ministrator in the administration of this Code. 
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(a) The Code Authority shall consist of eight members of 
the trade (no two of whom shall represent the same member) 
and one or more appointees of the Administrator if he so 


desires. The latter shall have no vote. The members of the 
Code Authority shall be elected by the members of the trade, 
each member of the trade to have only one vote. Such elec- 
tion shall be by mail ballots, which ballots shall be sent to 
all members of the trade. The Code Authority shall complete 
its own organization by election of officers. 


(b) Any member of the trade is eligible for membership in 
the Code and there shall be no inequitable restrictions on such 
membership. Any such member may participate in the prep- 
aration and any revision of and additions or supplements to 
this Code by accepting his proper pro rata share of the cost 
and responsibility of creating and administering it, either by 
becoming a member of the National Supply and Machinery 
Distributors’ Association or the Southern Supply & Machinery 
Distributors’ Association or by paying to the Code Authority 
his pro rata share of the costs, based on the dollar volume of 
sales by. the entire trade. There shall be no initiation fee 
for members of the trade who participate only in the Code 
and do not become members of one of the said Associations. 

Section 2. The Code Authority shall have the following duties 
and powers to the extent permitted by the Act and subject to 
review by the Administrator: 

(a) To collect from persons in the trade all data, reports 
and statistics when and as required by the President and/or 
the Administrator and/or their agent or agents. Such informa- 
tion shall be confidential. Each member shall send his data 
to a neutral agency designated by the Code Authority. This 
neutral agency shall assemble all such data and present it to 
the Code Authority without the names of the members of the 
trade submitting such data. This data with names shall be 
available to the Administrator, if required by him. Reports 
submitted by the Code Authority to the President and/or the 
Administrator and/or his or their agent or agents shall be in 
the form prescribed and/or approved by him. Nothing in this 
paragraph shall be construed as limiting the powers conferred 
on the President and/or the Administrator by Title I of the Act. 


(b) In addition to information required to be submitted to 
the Code Authority, there shall be furnished to Government 
agencies such statistical information as the Administrator may 
deem necessary for the purpose recited in Section 3 (a) of the 
National Industrial Recovery Act. 


(c) To represent the trade in conferring with the President 
or his agents with respect to the administration of this Code 
and in respect of the Act and any regulation issued thereunder. 


(ad) To arrange for a Regional Committee in each territorial 
area to assist the Code Authority in administering the code. 
Each such Regional Committee shall consist of not more than 
three (3) members of the trade in such area, elected by the 
members of the trade in such area. 

(e) To appoint such agents as it may deem necessary to 
assist in administering this Code. 

(f) To hear and investigate complaints and attempt to ad- 
just the same in accordance with law. 

(g) To study the trade practice provisions of Article VI 
and the operation thereof, and make such recommendations 
from time to time to the Administrator as it deems desirable 
for modification of or addition thereto, which, upon the ap- 
proval of the President, after such hearing as he may pre- 
scribe, shall become a part of this Code and have full force 
and effect as provisions hereof. 

(h) To make rules and regulations necessary for the admin- 
istration of this Code, subject to the approval of the Admin- 
istrator. 

(i) To report to the Administrator on behalf of the trade on 
the subject of imported articles competing with products dis- 
tributed by the trade under provisions of Section 3 (a) of the 
Act. 


ARTICLE VI. 


Unfair Competition 

The following practices are hereby declared to be unfair 
methods of competition within the meaning of the Act: 

Section 1. Sales below the individuals’ cost. Cost is to be 
determined by a standard cost accounting system to be set up 
by the Code Authority and subject to the approval of the Ad- 
ministrator. It is expressly understood that this shall not 
apply to items on which the published or suggested prices of 
manufacturers do not provide a margin sufficient to cover the 
individuals’ cost as determined by the above mentioned stand- 
ard cost accounting system. 

Section 2. Where in any particular territory, members of the 
trade desire to file price lists with such agency as may be 
approved by the Code Authority, it is a violation of the Code 
for such members to sell below their individually filed sched- 
ules covering prices, terms and conditions. Such schedules 
are to be subject to change at any time by filing a new sched- 
ule, which shall be effective five (5) days after filing. 

Section 3. The payment or allowance of secret rebates, re- 
funds, discounts, commissions or other special considerations 
or allowances, including donations, gifts or premiums of any 
nature whatsoever to any firm or individual. 

Section 4. The issuance of false invoices or other documents 
covering sales in which the prices, terms, discounts, allow- 
ances or other facts relating to the transaction are in any 
manner falsely stated. ° 

Section 5. Discrimination in prices between purchasers of 
the same class under similar conditions except for differences 
in the grade, quality or quantity purchased. 

Section 6. Delivering merchandise which fails to conform ex- 


actly to the samples or specifications on which prices are 
quoted. 
Section 7. Agreeing to conditions or terms of sale, or making 


promises of any nature which manifestly cannot be fulfilled. 
Section 8. Accepting orders for future delivery subject to 
cancellation. 
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Section 9, Inducing or attempting to induce the cancellation 
of orders or the breach of contracts existing between com- 
petitors and their customers. 


Section 10. Misrepresentation of facts about a competitor or 
his product. 


Section 11. Quoting a total price on any schedule of indus- 
trial supplies and machinery which does not show unit prices 
and making any addition or deduction on any other basis than 
the unit price shown. 

Section 12. It is an uneconomical and an unfair practice for 
distributors to ship any goods on consignment, except products 
of manufacturers whose general plan of distribution is by 
consignment and not by sale for resale. 


ARTICLE VII. 


Scope of Code 
In the absence of any contrary provision herein concerning 
such trade practice, each member of the trade shall in dealing 
with a product manufactured by a member of an industry 
operating under another Code of Fair Competition, conduct such 
dealing in conformity with any pertinent trade practice pro- 
visions in such other Code. 


ARTICLE VIII. 


General 


Section 1. Employees shall have the right to organize and 
bargain collectively through representatives of their own 
choosing, and shall be free from the interference, restraint, or 
coercion of employers of labor, or their agents, in the desig- 
nation of such representatives or in self-organization or in 
other concerted activities for the purpose of collective bar- 
gaining or other mutual aid or protection. 


Section 2. No employee and no one seeking employment shall 
be required as a condition of employment to join any company 
union or to refrain from joining, organizing or assisting a 
labor organization of his own choosing: and 


Section 8. Employers shall comply with the maximum hours 
of labor, minimum rates of pay, and other conditions of em- 
ployment approved or prescribed by the President. 


Section 4. This Code and all the provisions thereof are ex- 
pressly made subject to the right of the President, in accord- 
ance with the provision of subsection (b) of Section 10 of the 
National Industrial Recovery Act, from time to time to cancel 
or modify any order, approval, license, rule or regulation 
issued under Title I of said Act, and specifically but without 
limitation, to the right of the President to cancel or modify 
his approval of this Code or any conditions imposed by him 


_upon his approval thereof. 


Section 5. Within each State, members of the trade shall 
comply with any laws of such State imposing more stringent 
requirements, regulating the age of employees, wages, hours 
of work or health, fire or general working conditions, than 
under this Code. 


Section 6. If any employer in this trade is also an employer 
in any other trade or industry the provisions of this Code 
shall apply and affect only that part of the business of such 
employer which is a part of the trade covered by this Code. 

Section 7. Where the costs of executing contracts entered 
into this trade are increased as a result of the enactment of 
the National Industrial Recovery Act and/or by the provisions 
of this Code, or where any contract entered into by an em- 
ployer subject to this Code, is inconsistent with the provisions 
thereof, it is equitable and promotive of the purposes of the 
Act that appropriate adjustments of such contracts be arrived 
at by arbitral proceedings or otherwise and the Code Authority 
is constituted an agency to assist, with the consent of the 
buyer, in affecting such adjustments. Further, that where the 
performance of orders accepted prior to the effective date of 
this Code is delayed or prolonged as a result of the operation 
of provisions of this Code, appropriate additional time should 
be allowed for the completion of such orders. 

Section 8. Such of the provisions of this Code as are not re- 
quired to be included therein by the National Industrial Recov- 
ery Act may, with approval of the President, be modified or 
eliminated as changes in the circumstances or experience may 
indicate. It is contemplated that from time to time supple- 
mentary provisions to this Code or additional codes will be 
submitted for the approval of the President to prevent unfair 
competition in price and other unfair and destructive competi- 
tive practices, and to effectuate the other purposes and poli- 
cies of Title I of the National Industrial Recovery Act con- 
sistent with the provisions thereof, 

Section 9, Prior to December 31, 1933, no member of the 
trade shall increase the sale price of his goods sold after the 
effective date hereof over the price on July 1, 1933, by more 
than is made necessary by actual increases in manufacturing. 
distribution and material costs, or by taxes or other costs re- 
sulting from action taken pursuant to the Agricultural Ad- 
justment Act and/or this Code since July 1, 1933, and in setting 


such price increases, full weight shall be given to probable 
increases in sales volume. In case a member of the trade on 
July 1, 1933, was selling his product at Jess than actual cost, 


he may take his cost price on that date as the base for such 
increase in selling price as is permitted by this section. 


Section 10. No provision in this Code shall be interpreted 
or applied in such manner as to 


(a) Promote monopolies or monopolistic practices 
(b) Permit or encourage unfair competition 

(c) Eliminate or oppress small enterprise, or 
(d) Discriminate against small enterprise. 


ARTICLE Ix. 
This Code shall be in effect beginning on the tenth day 
after its approval by the President and shall be binding upon 
all persons engaged in the trade. 
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The Trend of Supply Sales 
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INDUSTRIAL SUPPLY AND EQUIPMENT SALES FOR SEPTEMBER, 1933 
100 = Average Monthly Sales, 1923—1925 


September sales slightly less than August due largely 


to shorter month. 


“4 NHE Sales Indicator for September, a month of 
25 working days, rests at 56.7 as compared with 
61.8 for August, with 27 working days. It is 
evident that daily sales were only fractionally off since 
the reduction of two working days would have forced 
the August Indicator to 57.2. 

The downward trend was not common to all sections 
of the country. Decreases were registered in the south, 
the middle west and in the Pacific Coast states but 
sales in the North Atlantic and Western groups showed 
slight gains over August. 

Based on sales for the first 15 days of October, it 
appears that the Indicator for that month will rest 
somewhere around 60. It is difficult to accurately pre- 
dict this figure for a month, however, since distributors 
have found that very often there is a wide difference 
between sales for the first half and the last half of the 
month, 

Distributors in the east look for a decided pickup in 
October, their sales for the first 15 days showing that 
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Increase looked for in October. 


the Indicator for that section may touch 70 for the 
month. A slight gain is expected among middle west- 
ern distributors but small losses are indicated for the 
southern and western groups. Pacific Coast houses 
have been hard hit in the first half of October. The 
Indicator for that section which rests at 70.9 for Sep- 
tember bids fair to hit 55 or lower in the following 
month. 

The lag behind general business indicators last spring 
when the latter were increasing in tremendous jumps 
seems to be borne out in the delayed drop in industrial 
supply sales. All of the general indicators showed 
August worse than July with a leveling off in Septem- 
ber. The Sales Indicator, on the other hand, registered 
an increase in August over July and then dropped off 
in September. If a trend can be established on so 
short a record as a year, the advance reports from dis- 
tributors on October sales seem perfectly satisfactory. 


Sales indicators for the North Atlantic, Southern, Middle 
Western, Western and Pacific Coast states will be found on 
page 21. 
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OUR DISTRIBUTORS ARE NOT OUR CUSTOMERS— 
THEY ARE OUR PARTNERS 


An Explanation of *Product Research and Development 


and *Product Guarantee 


Points No. 9 and 10 in Osborn’s Partnership Policy with Distributors 


Product Research 
and Development 


N over 40 vears of continu 
ous research and devel 
opment work, Osborn has 
studied thousands of widely 
diversified brush 
analyzed countless working 
conditions 


needs ... 


and expert 
mented with scores of brush 
materials secured 
world-wide sources. 


from 


Today, the Osborn line in 
cludes a correet type of brush 
for practically every indus 
trial brush requirement. 


The blanketing 
shorn Brushes is a 
nificant faetor in 
Partnership Policy with lis 
tributors. It makes it pos 
stble the distributor to 
customers’ brush 
requirements adequately and 
cfherently. 


scope ol 
Sig 


()sborn’s 


for 


meet his 


Product Guarantee 
( SBORN'S product guar- 


antee is a protection to 
the distributor who sells and 





the user who buys Osborn 
Brushes. 








THE 10 POINTS 


in Osborn’s Partnership 
Policy with Distributors 


1. Method of Distribution. 
2. Direct Sales. 
3. Distributor Protection. 

. Resale Prices. 

. Sales Co-operation. 

. Advertising Co-operation. 
. Stock Control. 

Jompeting Lines. 


*9. Product Research 
Development. 


*10. Product Guarantee. 


and 


WE 00 Own PART 


THE OS80RN MANUFACTURING COMPANY 


5401 Hamilton Avenue - Cleveland, Ohio 
Sales Offices: 


New York - Detroit - Chicago - San Francisco 








| 
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It specifically assures” that 
any Brush which 
fails to deliver satisfactory 


()sborn 


performance because of de 
fective materials work 
manship will be replaced by 
()sborn. 


or 


The Osborn trademark on a 
brush is a symbol of high 
standards of manufacturing. 
The Osborn guarantee pro 
tects the reputation of that 
svinbol. 


Important Note 


ITIS issue 
News” 
tailed 
()shborn’s 
ship 


tors. 


of “Brush 
concludes a de 
explanation. of 
10 Point 
Policy with 


ol 
Partner 
Distribu 


To “Brush Conscious” Wis 
tributors who have analyzed 
the Osborn Policy im its en 
tirety there can be but one 
conclusion, namely: 


()sborn provides the Distrib 
utor everything he needs to 
make a success of his brush 
business, 








PRODUCTION BRUSHES ZOSBOR3S 


MAINTENANCE BRUSHES 
FOR ALL REQUIREMENTS The Mark of Better Brush Service 


FOR ALL REQUIREMENTS 
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700d Sales Volume 


DOW AND COUNTER BRUSHES 








Every Plant is a Prospect! 


RIS something to think about and aet upon, Mr “Brush Con 

scious” Salesman. levery plant ves EVERY PIANN uses 

maintenanee brushes. Vhat means EVERY plant is a prospect 
for Osborn Floor, Window, or Counter Brushes. 


\SI for this business on every call vou make. “Phe sum total of the 
business vou can get for the asking will build volume INCREASING 
volume. 


\rnned with the Osborn No. 185 Catalog, you are prepared to help any 
prospect select the right brushes to meet his production and mainte 
nance brush needs. Vhe Osborn No. TS8d Catalog was carefully: planned 
from YOUR viewpoimt. Phat’s why “Brush Conscious” Salesmen find 


ita PRACTICAL sales help. 


()sborn is doing everything possible to help YOU make the most of 
YOUR opportunities to build good sales volume on. Osborn Brushes. 


THE OSBORN MANUFACTURING COMPANY 


SAOL Hamilton Avenue - Cleveland, Ohio 
Sales Offices 


New York. Detroit. Chicaze. San Branecivce 
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“The support accorded 
us has been all you 


represent it to be,” 
says P. Ridings, 
General Manager, 


SYRACUSE SUPPLY COMPANY 


SYRACUSE, N. Y. 

















“While we have not been members of the Osborn family long, 
vet we have already found that the Ten Point Osborn Partner- 
ship Policy means to the distributor all it implies. 


The support accorded us has been all you represent it to be 
and perhaps a little more. 


We particularly want to comment on research work you do 
and also your guarantee. The assistance you have given us on 
new work, the samples vou have submitted, and the guarantee 
you place back of them, has put us ina position to get the busi- 


ness to date in every case. 


We have every reason to feel pleased with our connection with 
you, and we hope the present arrangement with your distribu- 


Ps “~* 
General Manager, 


SYRACUSE SUPPLY COMPANY 


Syracuse, N. Y. 


tors will continue for years to come.” 














PRODUCTION BRUSHES SBOE MAINTENANCE BRUSHES 
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North Atlantic States 
Sales for distributors in this section showed a slight increase in September as com- 
pared with August, the Indicator reading 55.2 against 54.1 for the previous month, 


Reports based on the first 15 days of October indicate a reading for that month of 
71.1, a tremendous gain, 


sebsse8es 








Southern States 


For the first time since March, the southern states Indicator drops below the 
previous month, resting at 70.0 for September as compared with 78.5 for August. 
A further decrease is looked for in October, moreover, advance reports indicating 
a reading of 66.6. 











Middle Western States 


Still lagging behind other sections due to banking troubles and strikes, the middle 
western Indicator registers 44.3 for September as compared with 51.9 for August. 
An increase to about 48.6 is expected in October on the basis of the first half 
month’s sales. 


ssssssts 





Western States 


A slight gain, from 71.6 in August to 73.3 in September, is shown by sales of 
distributors in the western states. First half sales indicate an October reading of 68.6. 








Pacific Coast States 


Belated reports from the Pacific Coast fixed the August Indicator at 74.4. Sep- 
tember sales dropped from this point to 70.9 and if the last half of Octo- 
ber does no better than the first half, the next Indicator will come to rest some- 
where around 55. 
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Cooperation 


ITH the signing of the Code of Fair 

Competition, under which distribu- 

tors must operate, the mill supply 
industry enters a new era of selling. Eff- 
ciency will be the sole yardstick of success 
from now on because the NIRA offers 
adequate protection against unfair trade 
practices, which, in the past, have often 
been the deciding factor in the placing of 
orders. 


Therefore, it is imperative that distribu- 
tors fit themselves to compete on the basis 
of sales efficiency. In order to accomplish 
this aim, there are two factors to be con- 
sidered: 


1. The responsibility of the distributor in 
lining up market facts. 


2. The responsibility of the manufacturer 
in providing distributors with product 
information and sales helps. 


The distributors who will survive and 
prosper under our new economic set-up are 
those who set about immediately to do a 
planned or creative selling job. It imposes 
upon them the necessity of gathering, tabu- 
lating and making intelligent use of facts 
concerning the plants in their territories so 
that they can take care of their supply re: 
quirements in an efficient manner. 


It imposes, also a grave responsibility 
upon the manufacturer. He cannot expect 
to secure results by merely getting dis- 
tributors to put in his line. He must pro- 
vide all the necessary information concerning 
the merit of his products, plus their applica- 


tions in industry. Further, he must put 
these data in such form as to be of ready 
use to distributors. 


Suggestions for tabulating the necessary 
information needed in connection with a 
planned selling program were published in 
last month’s issue of Mitt Suppties. 


The “New Deal” puts a premium upon 
real, honest cooperation. Only those manu- 
facturers who are ready and willing to 
provide it can expect results from mill sup- 
ply distributors. By the same token, only 
those distributors who are capable of doing 
their part can hope to carry on. 


Cooperation really means something under 
NIRA. Those manufacturers and dis- 
tributors who recognize this fact first and 
act accordingly will be the leaders of the 
future. 


XK 


Selling Comes Into Its Own 


HE greatest opportunity for distribu- 

tors lies in the direction of creative 

selling. This fact was strongly empha- 
sized by Deputy Administrator Muir in his 
address before the Triple Convention when 
he said: 


“To the extent that you as distributors 
recognize the changed conditions under 
which your selling must go forward and 
create sales, to that extent will you be recog- 
nized as a factor in distribution during the 
next few years.” 


Of course, as industry picks up speed, a 
certain amount of business will be placed 
with distributors regardless of sales efforts 
but, in the main, the salesman who is best 
informed on his products and markets will 
secure the greatest share of the available 
business. 


Therefore, it behooves every salesman to 
arm himself with all the facts about what he 
is selling so that he can do a really construc: 
tive, creative sales job. There were a num- 
ber of helpful suggestions in the October 
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issue of Mitt Suppuies which will aid a 
salesman in accomplishing this purpose. 


If you've been watching and waiting for 
the “good old days” when orders were plen- 
tiful to return so that you can pick up your 
share of the business by simply asking for it, 
you had better snap out of it now, because 
you're going to find the “pickings” lean. 


If, on the other hand, you are ready and 
willing to work harder and more effectively 
through a campaign of planned selling, you'll 
be speaking of the depression in terms of 
ancient history while your order-taking cou- 
sins are still wallowing in the throes of scant 
business and scanter profits. 


WK 


Uniform Accounti ng 
Os: of the things which the industrial 


supply distributors’ code insists on is 

the setting up of a uniform system of 
accounting. The need for uniformity in 
keeping accounts is apparent. Sales below 
cost are strictly forbidden under the code, 
but unless every distributor is required to in- 
clude the same items of expense in arriving 
at cost, it will be a difficult matter to correct 
abuses which, in the past, have been a thorn 
in the side of the industry. 


When one thinks of the hundreds of sep- 
rate accounting systems now in use through- 
out the industry, setting up a standardized 
method which won't work a hardship on dis- 
tributors appears to present a serious prob- 
lem. As a matter of fact, however, the 
problem isn’t as difficult as it seems. All 
that is required is that distributors include 
the same items of expense under similar 
headings in keeping their accounts so that 
each distributor’s cost will be figured on the 
same basis. 


According to Homer Porter, Pittsburgh 
accountant, who has installed systems for a 
number of distributors the establishing of a 
uniform system for the supply industry is 
not difficult of accomplishment. As a mat- 
ter of fact Mr. Porter, in cooperation with 
other members of his accounting firm, has 





developed a uniform method, based on the 
needs of the supply industry, the installa- 
tion of which he claims will place little or 
no burden on any member of the industry. 


Mr. Porter has discussed his system with 
more than 50 distributors in widely sepa- 
rated territories and in practically every in- 
stance they agree that the method fits the 
needs of the industry. 


In the December issue of Mitzi Supp.iegs, 
this system will be explained to the industry 
at large. Watch for this article. 


x 


Fi guring Costs by Lines 


ECAUSE of the large number of items 

B handled by the average distributor, it 

has been difficult to figure the actual 

cost of sales by lines. Few distributors that 

we know of even attempt to figure costs in 
this manner. 


As a result, it is true that some lines are 
sold at a loss, being carried by other profit- 
able ones. Obviously, this is an unwise pro- 
cedure. Not by any stretch of the imagina- 
tion is it good business to continue selling a 
line at a loss. Each item should be made to 
stand on its own feet. If you can’t make a 
profit on a line and can’t get your manufac 
turer to rearrange your margin so as to per- 
mit profitable operation, better pass up sell- 
ing it. 

Obviously, it’s not an easy matter for a 
distributor to determine what it costs to sell 
individual lines. The apportioning of sales 
expense to individual lines or items is bound 
to involve a certain amount of estimating. 


Yet, it is our opinion, that considerable 
progress can be made toward obtaining more 
accurate information as to the actual cost of 
selling by lines and that distributors ought 
to take steps to accomplish this’ purpose. 


As a starter, Mitt Supp.irs is making 
case studies in individual houses in an effort 
to arrive at some workable plan which might 
apply throughout the industry. Results of 
these studies will appear in an early issue. 
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How MPEA Is Aiding Distributors 
to Sell Transmission Equipment 


A brief of an address presented at the Triple 
Convention by V. A. Hanson, research engineer 
of The Mechanical Power Engineering Associates 


N his address to the convention, 

Victor A. Hanson, research en- 

gineer, The Mechanical Power 
engineering Associates, emphasized 
the fact that distributors today are 
face to face with the greatest oppor- 
tunity in the history of the industry. 
Plant equipment for many years has 
been becoming obsolete until today 
there is more outdated, outworn 
equipment in the plants of this coun- 
try than ever before. 

What sales effort that has been put 
forth of recent years to replace this 
obsolete equipment has made little 
headway because of diminishing busi- 
ness and lack of capital. However, 
with the coming of the National Re- 
covery Administration the com- 
plexion of the industrial picture has 
completely changed. Business has 
improved, greater demands are being 
put on production, and there are more 
dollars with which to work. At the 
same time, plant expansion is defi- 
nitely discouraged, which leaves but 
one course for industry to take— 
modernization. 

Under the new deal, if a plant is 
to survive it must modernize its facil- 
ities so at least to be on an equal 
footing with its progressive com- 
petitor. This puts the distributor in 
an enviable position for who is more 
suited to the task of selling industrial 
modernization than the wide-awake 
distributor ? 

However, to take advantage of 
their new opportunities, distributors 
must act swiftly, surely and in uni- 
son. For the distributor has com- 
petition. One example which can be 
cited is that of the motor manufac- 
turer and his agents. Their sales- 
men are highly trained in the many 
applications and uses of motors and 
thus have been able to do a merchan- 
dising job which the distributor for 
the most part has not been able to 
equal. There are manufacturers of 
other lines in a similar situation. 
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These competitors of distributors 
have all the opportunities of the dis- 
tributor to make a master stroke now 
and are bending every effort to do it. 
They have certain advantages over 
the distributor, too, which he must 
heed if he is to meet this competition 
successfully, 

1. Competitors of distributors have 
had years of experience in cooperat- 
ing among themselves. Unlike some 
distributors, who consider their fel- 
low distributors as their main com- 
petition, these manufacturers, al- 
though competing with one another, 
cooperate 100% in competing with 
those outside their industry. Dis- 
tributors must learn to do likewise. 

2. Direct sellers have trained their 
salesmen so well that they have a 
complete working knowledge of the 
proper application and use of the 
products they sell. As a result, many 
users consult these men for advice 
as to what they should buy. 

3. Through a cooperative mer- 
chandising campaign, conducted over 
a period of years, these competitors 
have sold a style factor so well that 
even after the recent trying times, 
users are often buying style instead 


of performance at a definite cost 
penalty. 

The entire electrical industry is 
probably the outstanding purveyor of 
style and it has sold the idea so well 
that it has general acceptance. 

To compete with that kind of com- 
petion, distributors must make 
themselves more than distributing 
points. The mere signing of a code 
won't get results. True, the main- 
tenance of local stocks for quick de- 
livery is of prime importance, but 
unless the distributor adds to his rea- 
sons for being in business the sales 
service which his customers demand, 
he will lose out. 

Realizing the necessity for im- 
provement in marketing methods, so 
far as power transmission supplies 
and equipment are concerned, The 
Mechanical Power Engineering As- 
sociates studied and found some as- 
tounding facts about distributors. 

We found that more than 90% of 
the salesmen selling this equipment 
knew little about the proper applica- 
tion and use of the products they 
were selling. Compare this with the 
salesmen of competing lines, who, al- 
though not engineers or mechanical 
men, are so well trained that indus- 
trial consumers consider them author- 
ities On power transmission and con- 
sult them freely on the subject. 


A’ JUGH they compete se- 
verely with one another, these 
competitors of distributors know and 
practice cooperation. When it comes 
to making recommendations to indus- 
trial consumers, you find all of them 
telling the same story, being sure that 
by so doing one of them will get the 
business, leaving distributors out of 
the picture entirely, Were the distrib- 
utors in the picture, they would have 
no story to tell, and if they did, they 
would often be contradictory. 

It is quite evident that the two 
most important factors in improving 
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distributors’ service to industry are 
cooperation and education. With this 
in mind, The Mechanical Power En- 
gineering Associates offer a plan to 
distributors whereby they can im- 
prove their merchandising methods 
of power transmission equipment. 

The plan, in general, consists of 
the establishment of power transmis- 
sion clubs for distributors and their 
salesmen in every city of industrial 
importance in the country, the pur- 
pose of which is to study power 
transmission, discuss mutual prob- 
lems, become better acquainted, and 
plan cooperatively better methods of 
merchandising power transmission 
equipment. 

The results so far have been most 
gratifying. For the most part, the 
distributor has been found anxious 
to be active in this cooperative move- 
ment. There are already 38 clubs or- 
ganized and functioning with meet- 
ings from every two weeks to once 
a month, with a membership of more 
than 1500. Fifteen hundred men fast 
becoming experts on the application 
and use of power transmission equip- 
ment. Fifteen hundred men all going 
to industry with the same story and 
the same advice. And that is just a 
start, for more than 100 additional 
cities are listed in which clubs can 
and should be operated. 

It is obvious that if these clubs are 
to study power transmission they 
need teachers and text. As to teach- 
ers, there are in practically every 
city consulting engineers, power 
transmission experts, and_ electric 
power company engineers who are 
not only more than glad to act as 
instructors, but, who are active mem- 
bers of the clubs and take part at 
every meeting. Every club has its 
own technical or educational commit- 
tee made up of these men. They are, 
thus, self-operating and, if need be, 
self-sustaining. 


OWEVER, in addition there is 

added the strength of the na- 
tional organization to the work of the 
educational committees in these clubs. 
Once every 60 or 90 days, the 
M.P.E.A. has a traveling professor 
make a national trip, meeting with 
these clubs, instructing them on the 
latest developments on power trans- 
mission engineering and merchandis- 
ing and helping them with their local 
problems. 


As to text material, the clubs are 
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Facts About M. P.E. A. 


By C. E. BRINLEY 


Chairman, The Mechanical Power Engineering Associates 


‘Te Mechanical Power Engineering Associates came into 
being at the Cincinnati Triple Convention in May, 1932, for 
the purpose of developing and distributing facts concerning 
the economic use of power in industry. The program was 
designed particularly in the interests of mill supply distribu- 
tors and their salesmen to assist them in the marketing of 
mechanical power transmission equipment and supplies. 


The Association is an unbiased, non-partisan research engi- 
neering and educational organization and has endeavored to 
disseminate only such information as is based on careful 
engineering research made in plants. 





provided with ‘a wealth of data on 
power transmission, especially pre- 
pared for their use. For the past 
year and a half, the M.P.E.A. has 
had one or more engineers making 
studies of various methods of power 
transmission as applied to all types 
of machines in all industries. 


TUDIES have already been made 

in 15 plants in metal-working, 
paint and varnish, confectionery, 
flour-milling, cotton-seed oil, and cot- 
ton textile industries. Plans call for 
expansion of the work in these indus- 
tries, as well as coverage of other 
industries. 

A report of each one of these 
studies of drive application is pre- 
pared for and in the language of the 
industrial user of power transmis- 
sion equipment. The findings of the 
case studies are reduced to dollars 
and cents in installation and operat- 
ing costs. They are, therefore, prac- 


tical sales ‘tools’ for distributors’ 
salesmen. 
In some industries, considerable 


detail is gone into as to the effect of 
the drive on the quantity and quality 
of production. For example, it was 
found that the type of drive employed 
on spinning frames affects the break- 
ing strength and size of the yarn pro- 
duced. These findings are covered 
by a special report of extreme value 
to the user becoming another valu- 
able tool for distributors’ salesmen. 

Throughout all industry there has 
been found a complete lack of knowl- 
edge of what modern group drive is 


and how it can be used. To demon- 
strate what modern group drive is, 
how it can be installed and what it 
will accomplish, the M.P.E.A. spent 
several thousand dollars making a 
modern group drive installation in an 
industrial plant. It is running under 
full production today and has re- 
duced the power cost by more than 
30% under the power cost of other 
types of drives commonly in use in 
that industry. A complete report 
covering the design, installation and 
results of this drive is published and 
becomes another tool for distributors’ 
salesmen and study material for club 
meetings. Plans now call for similar 
installations of modern group drives 
in other industries. 


N addition to this material, which 

is being prepared and distributed 
to and through the power transmis- 
sion clubs, the M.P.E.A. is also furn- 
ishing local clubs with a series of 52 
lessons prepared by Robert Drake on 
the fundamentals of power transmis- 
sion design and installation. 

To add to this cooperative effort 
and to help the club members feel 
that they are an active part of the 
national organization, which they ac- 
tually are, we have established a news 
service devoted to the development 
and distribution of facts concerning 
the economic use of power in indus- 
try. It carries to the club members 
news Of activities of all clubs and in- 
dividuals, as well as announcements 
of the asso- (Continued on page 77) 
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What Hard Times Taught 
Me About Selling 


Even during the days when business was at its lowest 
ebb and price seemed to have supplanted quality as a 
sales clincher, there were real opportunities for creative 
selling. Today with business headed up, those oppor- 


tunities have increased many fold 


By W. R. CLENDINNING 


HE past three years have been tough ones in which 

to sell. The capital goods industries have been 

struggling to keep their heads above water. Pur- 
chases of industrial supplies and equipment were few 
and far between and on that business which was placed 
price usually entered pretty heavily into the picture. 
The tendency of buyers was to purchase cheaply, not 
always because they wanted to, but because they had to 
spread their money thinly. 

This trend toward price buying which gained so much 
momentum during the years just past is not particularly 
surprising when we stop to consider how difficult it was 
for a buyer to spend an extra 20% for quality when 
that 20% might well have represented the buyer’s salary. 

With potential business at low ebb and with price 
entering largely into what little there was to be had, the 
outlook a year or two ago for the supply salesman was 
anything but rosy. But no situation is hopeless. There 
is business to be had even in the darkest of depressions, 
but it takes creative selling to seek it out. 

In an endeavor to develop profitable business, back 
when the depression was at its height, I reasoned that 
it would be necessary to offer prospective buyers some- 
thing which would cost them nothing to buy. By that 
I mean items which pay for themselves in the savings 
they are able to effect. Such offerings, a buyer cannot 
afford not to buy. Let me illustrate. 

A short time ago, I was very busy exercising un- 
doubted talents for “snooping around” in a large chemi- 
cal plant. The plant superintendent, having nothing 
better to do, was helping me. 

We came at length to a room where a lot of fancy 
chemicals were cooking contentedly in a number of large 
vats. The smell was simply awful! 
smoke polluted the air. 
thing but satisfactory. 

In an effort to be sociable, I volunteered: “How in 
hell can a man work in here?” The “Super” smiled 
and replied, “What’s that to you?” 

“Lots,” said I cheerfully, “I fix smells.” The “Super” 
grinned. “Well if you can fix this one, you’re a better 
man than you look,” he replied. “It cuts down our 
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Steam, vapors and 
Working conditions were any- 


production and costs us a lot of money. I think the 
boss would loosen up if you really had a way to over- 
come it,” he added seriously. 

“| have,” said I with more confidence than I felt, but 
with a real idea gnawing in the back of my brain. 
“And here is how.” 

About 40 minutes later the “Super” agreed that my 
ventilation method would work, asked for the usual 
formal proposal and waved good by. 

Some days later I came back to check up on the order. 
The “Super” met me with a scowl. It appeared that 
he had been checking prices. 

“What’s the matter with that house of yours?” he 
questioned sourly. “Our buyer tells me the Jones Com- 
pany put in a bid for half your price.” 

“Hm,” said I, stalling for time. “There must be a 
joker somewhere. Let’s see what you’ve got.” 

Fortunately for me, the “Super” was willing to let 
me look over our competitor’s proposition. Friends 
often do this for you. Anyway, it gave me some valu- 
able information. The proposition at first glance seemed 
logical and evidently had me licked. You can’t explain 
away a 50% difference in price. 

But suddenly a thought came to me, and I saw the 
flaw in my competitor’s argument. There are two ways 
to remove vapors from a room, one being to put a 
suction fan near where the vapors originate and suck 
them out directly, and the other being to suck out all 
the aig in the room. The latter method, strangely 
enough, takes less equipment, and this is what the Jones 
Company had recommended doing. 


OWEVER, the proposition had a glaring flaw. In 

sucking out the vapors alone, very little of the 
room’s heat is discarded, but in taking out all the air to 
get the vapors, a vastly larger quantity of heat is wasted. 
Cold air came in through windows and doors to replace 
the heated air thrown away to such an extent that more 
radiators would have to have been installed under the 
Jones method. And heat is expensive. 
~ “Look here,” said I, a bit frantically, “these chumps 
want to pull out all the air in the room just to catch 
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RECORD RESPONSE 


to new Bronze Bar announcement 





VERYWHERE, Mill Supply 
Distributors have expressed 


quick interest in the new Bronze 


utors proposition ... If you have 
not already obtained complete 


details, write now for full infor- 





Bar Line and Distributor Policy ‘ , : 
: mation. Here is your opportunity 
recently announced by Johnson 


to build a bigger and more profit- 
Bronze. Response has been Ss i 


‘ : able Bronze B: siness. — 
instantaneous — enthusiastic. able Br ar busine Re 


Never before haveso many distinct gardless of the line you now 


advantages been incorporated in handle, it will pay you to check 


a Bronze Bar Line and a Distrib- Johnson Bronze. 


CORED 


PHOSPHOR BRONZE 


BARS 


Finished O. D., 1. D. and ENDS 


Completely finished — WASTE IS 
ELIMINATED — Bars 25% LESS 
WEIGHT than in the rough — ONLY 
PERFECT BARS — BLOW HOLES 
ELIMINATED — O. D. always CON- 
CENTRIC with the I. D. insures 
UNIFORM WALL THICKNESS — 
Scale surface removed SAVES TOOL 
EXPENSE — LESS MACHINING by 
the consumer, concentricity SIM- 
PLIFIES checking and machine set- 
up time — NO SCRAP — ACCUR- 
ATELY MACHINED — _ VIRGIN 
METAL cast in Industry’s most mod- 
ern foundry — 185 STOCK SIZES. 


JOHNSON BRONZE 


Factory and General Offices, | 


6 POINT 
DISTRIBUTOR 
POLICY 


A line of cored and solid bars 
merchandized only through 
recognized distributors. 


Absolute freedom of competi- 
tion by your source of supply. 


Definite sales help to aid dis- 
tributors. 


maintained selling prices, assur- 
ing reasonable profits. 


Constant quality product, rig- 
idly supervised by chemists and 
metallurgists, accurately 
machined. 


Positive cooperation between fac- 
tory and distributor. . 


I 
2 
3 
4h Definite costs monthly with 
5 
6 





New Castle, Pa. 


Products of Johnson Bronze 
Plain Cast Bronze Bushings Plain Sheet Bronze Bushings 
Cast Bronze Graphited Bushings LR. Sheet Bronze Graphited Bushings 


Bronze Backed Babbitt Lined Bearings 
Locomotive and Mill Bronzes 
Solid and Cored Bronze Bars 


Steel Backed Babbitt Lined Bearings 
Car Brasses 


Miscellaneous Bronze and Brass Castings 








a few thousand cubic feet of smell. That’s wasteful!” 

“Sure,” said the “Super,” “but Jones doesn’t want 
much money for the job, and the boss wants to make 
sure this thing will pay for itself sometime before the 
sheriff gets around.” 

“And besides,” I went on, “when you take out a lot 
of hot air from the room with that Jones system, you 
have to use more steam to keep this place warm enough 
to work in. His system figures out cheap in power and 
cheap to buy, but it’s expensive to operate. I'll figure 
it out for you.” 

Actual cost estimates showed that the Jones system 
threw away about seven dollars of heat a day, while 
ours wasted but one dollar’s worth. Our costs were 
four hundred dollars higher for the equipment, but at 
six dollars a day this would be taken care of in less 
than three months, so short a period that I recovered 
my confidence. 

“In less than three months’ time,” I stated, ““we save 
you the extra four hundred you have to spend for our 
equipment. Every three months after that you save it 
all over again,” I concluded triumphantly. 

The reasoning was sound, and the “Super” saw it. 
After some argument his boss saw it and two days later 
I received the order. The sequel to this order was a 
very real saving for the buyer in labor cost and a higher 
standard of quality in his product, 

This incident shows how a possibility for saving was 
discovered not by chance, as it appeared to the “Super” 
but by design. I wander around plants for a purpose. 
Alone, I would have guessed that a labor saving would 


be made by clearing poisonous vapors from that room 
but with the “Super’s” confirmation I was sure of it. 
Results proved us both right. 

Also this sale illustrates how an apparently lower bid 
is sometimes actually higher, when all things are con- 
sidered. It shows how wrong it is for a salesman to 
fold up and quit before he analyzes his problem. It 
emphasizes, furthermore, how important it is that friend- 
ships of plant men be cultivated. Finally, it illustrates 
that there actually is more than price to be considered 
in selling ; that thought and planning can overcome other 
disadvantages. 

Although an example of sales engineering work was 
offered in illustrating cost-saving selling, it is not true 
that engineering underlies all cost-saving work. Most 
quality items have a cost-saving angle. A quality item 
must stand on some solid foundation. It certainly can- 
not be price. It must be efficiency. 


HERE are cost saving items in every salesman’s bag 

of tricks, and it is his job to pull them out, polish up 
their tarnished surfaces, and dazzle his buyer with logic 
and reason. If you don’t do it, someone else will. 

The next time we meet Bill Jones, purchasing agent, 
let us not ask him what he wants to buy. Let us instead 
seek to learn where his leaks are, where we might con- 
ceivably help him out, Let us coax, flatter, or bedevil 
a clue out of him, which can be built into a logical sale. 

This is real sales service, the type which marks the 
difference between the constructive salesman with the 
future, and the dumb plodder with a past. 





Helpful Sales Hints 


I cine you, when you came in from hitting 
the ball all day, tired out and disappointed at your 
results, wondered why you failed to obtain better 
results? At the end of such a day, have you taken 
the time to analyze your calls carefully? 

There is a reason for every sales failure. It is 
important to the salesman to know why he failed. 
Whether salesmanship be viewed as a science or an 
art, or a combination of both, practice in the develop- 
ment of the very best methods of sales procedure, 
to the end that waste motion and excursions from 
the main selling line may be eliminated, are essential 
to results. 

At the close of each day's work, it helps to review 
what has been done and: inquire honestly into the 
cause of failure in every instance when the sale was 
not made. Here are some questions to ask yourself: 

Did I fail because of over-enthusiasm? 

Did I make a wrong start? 

Was it lack of confidence in the beginning of the 
conference that caused me to lose out? 


Did I argue with the buyer? 

Did I neglect to know enough about my prospect's 
business? 

Did I over-sell my house and myself and make 
my prospect suspicious? 

Did I make helpful suggestions as to the use of 
my products? 


Did I omit some of the strong selling points and 
features of the usefulness of my product? 


Did I really try hard enough? 
Did I give the buyer time to think through? 


If after each day you set down the names of the 
prospects on whom you called and analyze each, you 
will get better results. Indeed, if it were not for 
the “hard shells” you must meet, your house could 
send out the office boy to bring in the orders. 


After all, the real salesman can’t afford to stick to 
a job that doesn’t require hard work and hard think- 
ing—Tom Anderson, sales manager, Riverside Mills, 
Augusta, Georgia. 








MILL SUPPLIES 





UMI 





NOVEMBER, 1933 


MILL SUPPLIES 





29 





me 0) 
# /O 


OF YOUR Marker CAN NOW BE SUPPLIED WITH 


Day-Steel Pulleys and 


Dayton Cog: Belts 





Your own experience tells you 
that 75% or more of all power 
transmission applications call for 
drives up to 10 H. P. Day-Steel 
Pulleys and Dayton Cog-Belts are 
specifically designed to supply a com- 
plete service within this range. 

They are made for all speed ratios... 
all center distances ... and with one 
to six grooves. 

With 75% of all power transmission 
demands open to Day-Steel Pulleys 
and Dayton Cog-Belts, the sales possi- 
bilities are tremendous. And it’s a 
markej that is constantly expanding 

. a market that is more and more 
recognizing the new standards of per- 
formance and economy provided by 


Dayton V-Belt Drives. So sales are 


easier. Moreover . . . you can supply 
this huge market with an exceedingly 
small inventory. 

In addition, these drives are more 
convenient for the distributor to 
handle as a shelf item, for they are in- 


dividually packaged and include inter- 


changeable bushings for any size bore. 
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This meansa smaller investment, 


faster turnover, quicker profits. 





We suggest that you write for 

all the facts about the complete 
line of Dayton V-Belt Drives... pulleys 
and belts. And let us tell you how we 
cooperate with distributors by pro- 
viding merchandising and advertising 
helps and specialized engineering 
data. We’d be glad to hear from you. 
THE BATION RUBBER MFG. CO. 


IAYTON, OHIO 
The World’s Largest Manufacturer of V-Belts 


ton »y 


COG-BELT DRIVES 


Also manufacturers of Dayton Fan Belts. 


Radiator Hose. . 


-- Dayton Red Tube 


. and the famous Dayton Thorobred Tires and Tubes 














When these three get together, peace and 

quiet disappear abruptly. Alvin Smith, 

Smith-Courtney Company, Richmond, Jim 

White, Jenkins Brothers, and Carl “Capone” 

Channon, Great Lakes Supply Company, 

Chicago, are pictured in a moment of 
unusual calm. 





Conventions are no vacations for “Bill” 

Given, Young and Vann Supply Company, 

Birmingham. His presence and counsel are 

requested at one meeting after another but 

a fellow has to sit down quietly once in 
awhile. 





Horace Armstrong, 
Tool Company, is pictured with the oldest 
member of the National Association, George 
Puchta, and the member who came from the 
most distant point, C. A. Ducommun of the 
Ducommun Corporation, Los Angeles. 


Armstrong Brothers 
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(Continued from page 11) 
stated Lewis A. Jones, purchasing 
agent, General Cable Corporation. 

“This value may be in the form 
of quality, of a needed service, of a 
price or a combination of one or 
more of these factors. It is true, 
however, that too many purchasing 
men have confined themselves to price 
only in seeking value. 

“It seems to me that the real 
buyer must expend more time and 
energy in building the proper rela- 
tionship with his vendors, in study- 
ing their operating conditions, know- 
ing their personnel and their ability 
to serve. This will bring far better 
results than haggling about prices. 

“Quality, of course, is one impor- 
tant consideration in seeking value. 
A second major consideration is 
service and it is here that distribu- 
tors have their greatest opportunity. 
In order to give proper service, it is 
essential that distributors know in- 
timately almost every phase of a 
buyers needs. They should know the 
class of goods needed, the operating 
needs and the purchasing volume.” 


* * * 


Joint Merchandising 
Committee 

UESDAY morning, September 

26, was given over to the Joint 
Merchandising Committee. The pro- 
gram for this session included Mal- 
colm Muir’s address (see page 6), 
Howard Ehrlich’s talk (see page 9), 
a discussion by Lewis A. Jones (see 
page 11), reports by W. E. Cain and 
W. T. Todd, Jr., and remarks by 
Fred Feiker and H. W. Barclay. 

In his report, W. E. Cain reviewed 
briefly the work of the committee and 
discussed the future plans which 1n- 
clude campaigns in the interest of 
the distributor directed to manufac- 
turers and users as well as continued 
research to dig up sales facts for the 
use of distributors and salesmen. 
Alvin Smith, chairman of the 

Joint Merchandising Committee, pre- 
sided at the session, 


* * x 


Costs 
“TSEW if any distributors have a 
cost system that accurately and 
scientifically breaks down costs on 
each line handled. There is in our 
industry a definite (Turn to page 79) 








A. A. Murfey, Cleveland File Company, 
with a fellow townsman, F. C. Wittich of the 
Cleveland Tool and Supply Company. 





E. H. Federschmidt, The Black and Decker 

Manufacturing Company with Franklin Von- 

negut, president, Vonnegut Hardware Com- 
pany, Indianapolis. 





Frantic inquiry has failed to disclose the tel- 

ler of the story but Bill Todd, Somers, Fitler 

and Todd, Pittsburgh, Mrs. Don Brisbin, the 

jovial Don himself, of the Columbus-Mc- 

Kinnon Chain Company and Larry “King 

Alfonso” Puchta certainly seem to be en- 
joying it. 
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eee service equipment is one of the an- 
swers to the problem of adjusting costs to meet a 
higher wage problem. 


The modern, high speed belt lacer produced by Clipper 
today is a development of over a quarter of a century 
of intensive specialization. 


Clipper Hooks are unsurpassed in quality and dura- 
bility, yet 20% lower in price than any hook made in 
America. 


Now is the time to demonstrate to your trade the supe- 
riority of Clipper products and the savings which can 
be made through the installation of the up to date lac- 
ing methods which Clipper progressiveness has made 
possible. 


Clipper Beli Lacer Company 


GRAND RAPIDS MICHIGAN 
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Newsy facts about industrial distributors 


and their salesmen 











Metropolitan Association Meets 

Seventy men representing forty- 
two firms attended the general meet- 
ing of the Metropolitan Mill, Marine 
and Contractors Supply Institute at 
the Hotel Governor Clinton in New 
York City on October 6. 

E. T. B. Penman, president of the 
Institute and chairman of the meeting, 
in his introduction traced recent de- 
velopments affecting the industry. 

Herbert Edge, treasurer of the In- 
stitute and its spokesman at the code 
hearing in Washington, gave a very 
interesting account of that hearing 
and explained the present status of 
the code for the industry. 

A committee composed of Alfred 
Clarendon, George Kohlmeier and 
Herbert Edge proposed a schedule of 
dues as follows: Class A—gross sales 
less than $100,000, $75 per year ; Class 
B—gross sales from$100,000 to$150,- 
000, $100 per year; Class C—gross 
$200,000 to $300,000, $200 per year, 
and Class E—gross sales over $300,- 
000, $250 per year. All dues are to 
be payable quarterly and are based on 
1932 volume. The above schedule 


was unanimously adopted by the mem- 
bers present. 

The following chairman for stand- 
ing committees were appointed with 
the understanding that members of 
the committees should be selected by 
chairman: Finance, Herbert Edge, 
Topping Brothers; Standards and 
Statistics, J. Robert Kelley, Manning, 
Maxwell and Moore, Incorporated, 
and Manufacturers’ Relations, Wil- 
liam E. Hansen, Hansen and Yorke 
Company. 


* * * 


George W. Eckhardt Joins 
Fernley Organization 
George W. Eckhardt, for years 
sales manager of the hardware de- 
partment of Henry Disston and Sons, 
Incorporated, has resigned his posi- 
tion to take up new duties an 
executive in the association work con- 
ducted by the George A. Fernley or- 

ganization of Philadelphia. 

For nearly 30 years, Mr. Eckhardt 
has been identified with the hardware 
field. His first connection as a young 


as 








F. A. Dewey, Yale and Towne Manufacturing Company; “Larry” Puchta; J. Robert 
Kelley, Manning, Maxwell and Moore, New York City; E. T. B. Penman, Neal and 


Brinker Company, New York City, and C. 


©. Hedner, Yale and Towne Manufactur- 


ing Company. 


32 





George Eckhardt 


man starting in business was with 
a hardware wholesaler in the middle 
west. First as an order boy, he was 
soon promoted to a position in the 
office and later was transferred to the 
railway supply department. With this 
firm, he learned many fundamentals 
of hardware selling that must have 
proved of value in later years. 

In 1908, he joined Henry Disston 
and Sons, Incorporated, as a sales- 
man and for a number of years cov- 
ered different territories in the middle 
west. In the fall of 1914 he was 
promoted to a position at the home 
office handling sales correspondence. 
A short time later, he was made as- 
sistant sales manager. In this capac- 
ity he traveled in practically every 
part of the United States. His genial 
personality and thorough knowledge 
of merchandise soon made him many 
friends in the hardware trade. 

In 1925, Mr. Eckhardt was made 
sales manager of the hardware de- 
partment. In this capacity he has 
served for eight years, during which 
time he developed and carried out 
successfully many sales and promo- 
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DR. EINSTEIN! 


Tuts is an everyday, typical 
record of Goodyear Conveyor 
Belt performance. 


It is taken from the actual 
plant experience of a com- 
pany for whom the G.T. M.— 
Goodyear Technical Man — 
specified a Goodyear Style C 
Conveyor Belt for conveying 
crushed limestone in a 
cement plant. 


It handled 2,700,000 tons of 
crushed limestone at a cost 
of $0.000666 per ton! 








2,100, 000 TONS 


$0. 000666 PER TON 


Then he recommended this 
30-inch by 6-ply Goodyear 
Style C Conveyor Belt, 398 
feet long, with one-eighth- 
inch top cover and a one- 
thirty-second-inch pulley 
cover. Operating tempera- 
tures vary from 110 degrees 
above zero to 1O0degrees below. 


Center-to-center distance — 
190 feet; F.P.M., 320;T. P. H., 
200; working 9 hours per 
day; head pulley, 36 inches; 
tail pulley, 30 inches; carry- 
ing idlers spaced 4 feet; return 
idlers, 10 feet. 








Unbelievable, 
possibly, till you 
know how the 
G. T. M. went 
about it. He 
studied all oper- 
ating conditions 
under which the 





Another typical Good- 
year service record. 
Read it and have your 
Goodyear Mechanical 
Rubber Goods sales- 
men read it and show it 
to customers and pro- 
spective customers. 


Have you ever 
talked over your 
conveyor belt 
problems with 
theG.T.M.?Might 
save you a lot of 
money. Get in 











belt must perform. 





touch with the 








BELTS * 


MOLDED GOODS ’ 


G.T. M. through Goodyear, 
Akron, Ohio, or Los Angeles, 
California, or your nearest 
Goodyear Mechanical Rubber 
Goods Distributor. 


Write to Goodyear, Akron, 
Ohio, or Los Angeles, Cali- 
fornia, about the profit pos- 
sibilities in the Goodyear 
Mechanical Rubber Goods 
Distributors’ Franchise. 








Other G.T. M.-Specified 
Goodyear Products 


For Sand and Gravel, Rock 
and Cement industries 


Sand Sevtien Hose 
Dredging Sleeves 
Air Slese 
Tennsssleston Belts 


Elevator Belts 
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tional campaigns. For years he has 
been an outstanding organization 
worker which fits him excellently for 
the duties he will assume with the 
Fernley organization. It is certain 
that his fine, genial personality and 
ability will enable him to carry on 
and add to the thousands of friends 
he already has made in the hardware 
field. For, through the National 
Hardware Association of the United 
States and the National Supply and 
Machinery Distributors Association, 
and other associations of which Mr. 
Fernley is secretary, Mr. Eckhardt 
will be constantly coming in contact 
with old friends—leaders in the hard- 
ware and mill supply trade from 
every section of the country. 

For the time being, Mr. Eckhardt 
will devote his time to travelling, rep- 
resenting the association at meetings 
of local and sectional mill supply 


clubs. a. Se i 


T. L. Ryerson Dead 

T. L. Ryerson, president of the 
W. D. Allen Manufacturing Com- 
pany, Chicago manufacturer of brass 
goods and fire protection equipment, 
and distributor of industrial supplies 
and equipment, died on September 
26. 

“T. L.”, as he was affectionately 
known by his associates, was born in 
Chicago May 17, 1874, and began his 
career with W. D. Allen in 1888. 

About 30 years ago, Mr. Ryerson 
was made secretary of the company. 
Ten years later he was appointed 
vice-president, in which capacity he 
served until 1931, when, on the death 





T. L. Ryerson 





W. H. Symonds 


of Mr. Allen, he was made president. 
He had been general manager for 
the past 20 years. 

Shortly after Mr. Ryerson’s death, 
the directors of the W. D. Allen 
Manufacturing Company elected Wil- 
liam H. Symonds president and 
treasurer. 

Mr. Symonds has been with the 
company for over 38 years, being an 
official during the past 20. He has 
been active in the formulation of 
company policies and in the sales end 
of the brass goods and fire protec- 
tion equipment division, a fact which 
insures the continuation of Allen 
policies despite the loss of its former 
president. 

Harry E. Meng has been elected 
vice-president in charge of produc- 
tion. He has been with the company 
for 24 years, being superintendent 
for 10 years and a vice-president for 
two years. 

Edgar H. Nelson is the new vice- 
president in charge of purchases and 
sales. With W. D. Allen for 20 
years, he has served as purchasing 
agent for 14 years and as secretary 
for two years. 

E. S. Boone, the new secretary, 
has been with the company for 33 
years and was formerly sales man- 
ager of the brass goods division. 

* © « 


R. E. Poister Joins Strong, 
Carlisle and Hammond Force 
R. E. Poister, who was formerly 

connected with Denton and Anderson, 


steel and tubing distributor, has been 
added to the tubing sales force of The 
Strong, Carlisle and Hammond Com- 
pany, Cleveland, Ohio. 

This company is now distributing 
wire rope manufactured by Broderick 
and Bascom Company of St. Louis. 


es & 


Ben Barker, Jr., Joins 
Moore-Handley Sales Force 
Ben Barker, formerly Birmingham 

representative for the Goodyear Tire 
and Rubber Company, has joined the 
sales force of the Moore-Handley 
Hardware Company of that city. 

Mr. Baker graduated from Georgia 
Tech in textile engineering, class of 
1915. For two years after gradua- 
tion he was connected with the Callo- 
way Mills, La Grange, Georgia, and 
then for a year (just before the War) 
was in the engineering department of 
the American Cast Iron Pipe Com- 
pany. 

In January, 1918, he entered the 
Army to train for aviation duty, be- 
ing discharged in December of the 
same year. 

Mr. Barker joined the Goodyear 
Tire and Rubber Company’s mechani- 
cal goods sales department immedi- 
ately after leaving the Army, remain- 
ing with that company until 1925 
when he became southeastern dis- 
tributor for E. F. Houghton and 
Company. In 1930 Mr. Barker re- 
turned to Goodyear, covering three 
different southern territories in the 
past three vears. His association with 
Moore-Handley during the last year 
has been a rather close one since that 
company handles the Goodyear line. 





Ben Barker 
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the RUST 
RESISTANCE OF TONCAN 


IRONS unifotm throughout 


Year after year, users of sheets and pipe continue to buy Toncan Iron 
and to pay a premium for it. 


There must be a reason. There és a reason. What that reason is 
vou can easily learn if you put Toncan Iron to the test of service. But 
service tests take time and perhaps you must make a decision quickly. 


So let the microscope and a metallurgist tell the story briefly: 
Toncan Iron is a true alloy of refined iron, copper and molybdenum, 
made under the most careful supervision in the open-hearth furnace 
by men skilled in the making of fine alloys. The addition of molyb- 
denum to the refined copper-iron produces a metal that is structurally 
uniform and of fine equi-axed grain structure. This uniformity ex- 
tends throughout the entire mass of the metal and imparts a uniform 
resistance to rust that is not confined to surfaces or segregated areas. 
The microscope shows the uniformity of the grain structure and the 
freedom from oxide inclusions. This means that when rust starts, its 
action is retarded by the united front presented by the uniform mass 
of highly rust-resistant alloy grains. 











All this means a longer-lasting metal—a metal that is more eco- 
nomical in spite of its slightly higher cost. And this is really the 
reason why users of sheets and pipe buy Toncan Iron—because it is 
made to give more service per dollar invested. 


For information on Toncan Iron Sheets—“The Path to Perma- 


nence;” on pipe—“Pipe for Permanence.” Either or both of these 
books will be sent on request. 


REPUBLIC STEEL delice] Vv vale), 


eos 2. a ee Oe Ree” YOUNGSTOWN, OHIO 
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170% INCREASE IN 





TOOL SALES 











Our Distributors During 
the Past Five Months 
Sold 170% More THOR 
Electric Tools Than Dur- 
ing the Same Months a 

Year Ago. 











INDEPENDENT 
PNEUMATIC TOOL CO. 


600 West Jackson Blvd. 
CHICAGO, ILL. 


NEW YORK + BIRMINGHAM - SAN FRANCISCO 























A. C. Goddard of the Goddard-Jackson 
Company, Los Angeles. This company 
moved into its new and larger quarters on 
October 1. Floor space was increased by 
5,500 square feet by the move. 





Hughes and Company 
Executive Retires 
J. M. Dutton, purchasing agent of 
Hughes and Company, Spokane, 
Washington, has retired after spend- 
ing over 45 years in the plumbing and 
heating and mill supply fields. Mr. 
Dutton is now living in Hollywood, 
California. 
* * * 
S. M. Regar Acquires 
J. L. Hart Machinery Company 
A. M. Regar, president, S. M. 


| Regar Machinery and Mill Supply 


Company, Tampa, Florida, has an- 
nounced the purchase of the assets and 
business of the J. L. Hart Machinery 
Company, Tampa, from the receiver, 
T. L. Hart. The lines of the Hart 


| Company will be added to those of 





| 


the S. M. Regar Machinery and Mill 
Supply Company. 

Additions to the Regar organization 
include W. R. Furr, Jr., and H. A. 


Regar. 
*x* * * 


Safety Equipment Department 
Organized by Scallan 
Supply Company 
A safety equipment department, in 
charge of W. E., Scallan, has been or- 
ganized by The Scallan Supply Com- 

pany, Cincinnati, Ohio. 

A complete line of safety devices 
including respirators, gas masks, gog- 
gles, safety clothing and safety ladders 
is now being carried in stock. 
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By supporting manufacturers who sell direct, distributors are provid- 
ing the lower factory sales costs which make direct selling possible. 
Distributors cannot forge ahead by upholding manufacturers who 


compete with them. On that question The Republic 
. . , ;  5-Point Policy 
Republic has established a policy which — 


| 1 Aline of rubber items sufficiently com- 
plete to permit effectively supplying 


all distributors can point to as a standard ee eee 


laA quality of product uniformly good 
and capable of delivering service results 


for their sources of supply to follow. | 
that should reasonably be expected. 


i 
—— 3 A price basis inducing and making pos- 
sible aggressive competition with rea- 
a sonable profit return. 
i i 


| Freedom from competition from his 
source of supply, either direct of in- 


THE REPUBLIC RUBBER CO, | #em2iis—“*" 


| 5 Selling helps of reasonable amounts so 
MECHANICAL RUBBER PRODUCTS FOR EVERY INDUSTRIAL REQUIREMENT i 


that his sales force may be given the 





advantage of specialized training and 


YOU NGSTOWN, OHIO a knowledge of the product sold. 





4 POLICY. PRODUCT. A JM. DEDENRMMANTE 
os Bs PAST FMS. OT. Ee ¥v 
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ACH smoking chimney is a beacon— 
a signal to industrial supply distributors 
and their salesmen that new opportuni- 


ties are springing up—opportunities that 
demand prompt action. 


Industry, awakening from its lethargy, will 


find itself in need of many things—new and 


improved equipment to keep pace with 
recovery. 


Those distributors who are alert to dis- 


cover, point out and meet those needs—to 
supply up-to-the-minute, universally known 
and accepted equipment—will reap rich 
rewards. 


Modernization is proceeding hand-in-hand 


with recovery. You, as a Yale distributor, 
can cash in on this—for one of the greatest 
opportunities for modernization is in hoist- 
ing and conveying methods. 


Study your territory, analyze its possibili- 


ties for the sale of Yale Chain Hoists, Trol- 
leys and allied equipment. You have the 
whole-hearted support of the world's larg- 
est manufacturers of overhead hoisting and 
conveying systems. 


raace A a 


THE YALE & TOWNE MFG. CO. 
PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S. A. 
Makers of Yale Electric Trucks, Hand Lift Trucks, Hand Chain Hoists, 


Electric Hoists and Trolleys. 











W. S. Blun, Georgia Supply Company, 

Savannah; Ben Ruether, New York Belting 

and Packing Company, and J. H. Howarth, 

Georgia Supply Company, rest up for an- 
other session on the code. 


News from Woodbury 
Woodbury and Company, Port- 
land, Oregon, recently leased a steel 
warehouse, 50 by 100 feet, where 





| they will stock bars, plates, sheets 
| Se ek ed 

| and structural steel. This move was 
| made owing to the uncertainty of the 


steel manufacturers being able to use 
their warehouses at the different dis- 
tributing points to give distributors 
as free access as formerly to mill ex- 
tension stocks. In their new addi- 
tion they will handle domestic steels 
only. Establishment of this ware- 
house means the employment of half 
a dozen additional men. 

The months of June, July and Au- 
gust of this year showed for Wood- 
bury and Company an increase in 
business of at least 40 per cent over 
the corresponding months of last 
year. They have also taken on two 


| new lines recently—those of the 


General Refractories Company and 


_ the Osborn line of tramway systems, 
| for which there is quite a prospect 


in the working over of old plants 
to increase the efficiency of produc- 


| tion. 


* ok a 


New Detroit Distributor 
Builds Stock 


The new Detroit distributing firm, 


| Harland, Krue and Company, headed 


by A. T. “Bert” Harland, is building 
up its stock very rapidly. 
Merchandise already in stock in- 
cludes Nicholson, McCaffrey files, 
Wilcox-Crittenden tools, Jacobs 


| chucks, Simplex vises, Desmond- 
| Stephan wheel dressers, Trimo 


wrenches and Porter bolt clippers. 
Stocks of other lines are coming in 
rapidly. 

Besides Mr. Harland, who is presi- 
dent of the new company, other offi- 
cers are F. A. Krue, Jr., treasurer, 
and A. E. Cord, secretary. 
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“VULCAN SUPERIOR provides 








F 









AWILLIAMS 


VULCAN 


SUPERIOR 


PIPE ano FITTINGS TONGS 


EATRA FL 


changeable size for size, simplifying replacements and 
reducing your stock - - 


AT 





CHAINS 


for the four patterns of Williams’ Tongs are inter- 


- anew 





illiams’ pe. 


ERVICE -VALUE 


Williams’ “Vulcan Superior” Tongs give you 
double value because they actually give you 


double life and double service. 


“Vulcan Superior” is a universal service 
tong for both pipe and fittings—TWO tools 
in one. You can switch from one to the 
other instantly—no parts to change, no 
adjustments to make. The “V” recess in the 


jaw assures quick and positive grip on fit- 


tings. 


Seven sizes, with either flat link or cable 
chain, handle pipe and fittings from 1/8 to 
12 inches. Fully guaranteed. Sell your cus- 
tomers this extra value tong. Literature and 


prices on request. 


jJ. H. WILLIAMS & CO. 
“The Wrench People” 
75 SPRING ST. NEW YORK 
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| On the Up and Up 

Henry L. Ernstrom, sales manager 
of J. E. Haseltine and Company, 
Portland, Oregon, reports business 
rapidly on the up-grade in the last 
three months, including June, July 
and August. Owing to this and the 
NRA, the cause or effect, whichever 
way you wish to put it, they have 
employed seven additional people. 
Of these, one is Millard Smith, for- 
merly with the Mill and Mine Supply 
Company when it was operating in 
| Portland. He is a salesman. 

A shipment of ammunition had 
just come in; case upon case of shot- 
gun shells and rifle ammunition— 
boxes all over the place. Every year 
they move about a carload of this 
merchandise to the dealer trade In 
the case of the fishing tackle depart- 
ment, started originally as a small 
department to sell to regular cus- 
tomers, this has grown to quite a 
large business, and sales are now 
principally to the dealers. This line 
grew all through the depression. 
Oregon is an all year round fisher- 
man’s paradise, for there is always 
open season somewhere in the state 
on some kind of fish—salmon, steel- 
head, trout and practically all kinds 
of game fish, 





A ee 





“ + &@ 


Hand Hardware Selling 
Whether Own Line of Roof Coatings 
The Hand Hardware Company, 
F | Elizabeth, New Jersey, is now distrib- 
economic uting its own line of roof coating and 
cement under the trade name “Hanco.” 


changes favor | A new inside salesman has been 


added to the force to comply with the 
| requirements of the NRA and to take 


buyer or seller, | care of a considerably increased 


volume. 


ALLEN will favor | : 
ITS CUSTOMERS 


Impending changes in sellers’ terms place a premium 
on business connections assuring the buyer a fair deal in 

addition to the New Deal. You will take unusual satisfac- 
tion in dealing with a source of supply as considerate of your 
interests as of its own. Allen has not, and will not, take advan- 
tage of its customers’ needs regardless of its positional advantage 

in periods of rising prices or seller's market. No delayed on | 
for example, to hold low-cost stocks for higher prices. 


THE ALLEN Mirc. COMPANY 


Harrrorn, Conn. U.$.A. 











/ 





| Bert Ackles, The Rayl Company, Detroit, 

and G. Cheston Carey, Carey Machinery and 

Supply Company, Baltimore, seem to have 

borne up admirably under the barrage of 
codes, 
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HIS industrial executive 

(and his equal exists in 
plants throughout the country) 
is known for his keenness. He 
makes decisions quickly for 
his mind cuts through to the 
heart of a problem. He knows 
how to get things done in 
the minimum thinking and 
working time. 

In aslightly different mean- 
ing of the word, keenness is 
as important to tools as to 
men. Nicholson Files have 
this asset. They are keen 
cutting, wasting no time on 
a filing job, getting it done 
quickly and efficiently. 

It is not hard to account 
for the keenness of Nicholson 
Files. They are sharp because 
their teeth are cut by file 
experts with a keen apprecia- 
tion of industry’s filing needs. 

The best file steel, careful | 
shaping, tempering and fin- 
ishing, and rigid testing give 
keenness to Nicholson Files. 
Nicholson File Company, 
Providence, R. I., U. S. A. 


WOLs, 
Se 
U.S.A. 


(TRADE MARK) 


A FILE FOR EVERY PURPOSE 
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SIMONDS 


SPECIAL 
CROSS-CUT SAW 


FILE 


The favorite 
file of Cross-cut 
Saw filers for 
20 years. 


Made in 
6-7-8-10 
inch lengths. 


Good Profit 


for Dealers. 


Excellent 


Quality Tool. 


Expertly 
Manufactured. 


A POPULAR FILE 

—Well Known 

—Well Liked 

—Better Than 
Ever 


Good for many uses 
other than saw filing. 


SIMONDS 


Saw and Steel Co. 
Established 1832—Fitchburg, Mass. 


Boston — Chicago — New Orleans 
San Francisco — Los Angeles 
Portland, Ore. 























Colonel George H. Cherrington, Standard 
| Machinists Supply Company, Pittsburgh, 


| confers with Wallace L. Pond of the Nichol- 


son File Company. 





| Changes in Alamo Iron Works 
| Organization 








F. S. Robie, assistant treasurer of | 


the Alamo Iron Works Company, San 
| Antonio, Texas, who died recently, 
| has been replaced by L. Tengg. 

| B. L. Billingsley is now traveling 


| out of the Corpus Christi branch of | 


the company, covering the territory | 


| to the west of that city. 
* * x 


New Lines and Salesmen 
for Paramount Rubber 
New additions to Paramount Rub- 


_ber and Mill Supplies’ organization | 
include Al Leibel, steam and consult- | 
| ing engineer, and W. H. Hart, ac- 


countant and office manager. 


| saws, Anchor packing, Mazda lamps, 
| Nitrose paint and Everett energy 


being handled by this company. 


ok * * 


Rossman Industrial Supply 
Adds Lines 


Gages manufactured by the James 
| P. Marsh Corporation, reducing 
valves and regulators made by the 
Keiley-Mueller Company and Bright 


flashlights are now being handled by 


Armstrong traps, Atkins files and | 


wheels are among the new lines now 


Star Battery Company’s batteries and | 


| the Rossman Industrial Supply Com- | 


pany, Seattle, Washington. 
* * * 


Penn General Distributes 
Darnell Casters 
The Penn General Supply Com- 
pany, Pittsburgh, has taken on the 
Darnell Caster line, according to an- 


| nouncement of V. J. Charles, presi- 


| cent. 








HAND-EE 
Hi-Power 
GRINDER 













Cuts 
Production 
Costs 


Useful in Toolroom 
and Out in the Shop 


Wherever grinding and polishing are re- 


quired . . . . either on the product or in 
maintaining tools and equipment . . 
there you will surely find sales 
HAND-EE Hi-Power Grinders. 


Grinds Fast and Easy 


Touching off dies, for example, is only 
one of many factory jobs this new tool does 
fast, well and at low cost. Extremely port- 
able, convenient, powerful. 17000 R.P.M. 
Weighs only 3 Ibs. Plugs in on light 
socket. Works ALL DAY LONG. 
Handy on moulds, patterns, welds, produc- 
tion work or out on the job. Grinds any- 
where, at any angle, in hard-to-reach places 
with a minimum of labor. 


Low Cost 


Multiple tool efficiency at a low one-tool 
cost. Handy, serviceable, broadly appli- 
cable. Quickly pays for itself in speeding 
up work. Complete with three grinding 
wheels on shanks, wrenches, dressing 
stone, all in compartment box container. 
Price $35.00 F.O.B. Chicago. Talk 
HAND.-EE Grinders and get results. 


for 


HAND-EE Hi-Power Grinders are 
being advertised to the industrial 
market. Let us help you get your 
share of this new business in tools 
and wheels. 


CHICAGO WHEEL 
& MFG. CO. 


112 S. Aberdeen St. Chicago, Ill. 


|| 100 SHAPES med Tek: wees 
| | } be 
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LUNKENHEIMER 


Fig.12.3°N°"M-D" 


(NON-METALLIC DISC) 


¢ 















HANDWHEEL 
Deep, non-heat malleable iron 
wheel, easy to grip. 
STUFFING BOX 


Gland in all sizes, extra deep 
and well packed. 


STEM 


Heavy rolled bronze with long 
threads fully engaged. Re- 
packing shoulder seats at stuff- 
ing box. 


150 lb. STEAM PRESSURE 
300 Ib. GAS-LIQUID PRESSURE 


‘‘N-M-D”’ Bronze Valves are 
regularly available in several 
designs— 

Globe and Angle Valves, screw- 
ed ends in sizes 1¢ to 3 inch, 
flanged ends 34 to 3 inch. 


Horizontal and Angle Check 
Valves, screwed ends in sizes 
Y% to 2 inch, flanged ends 34 to 
2 inch; with spring for com- 
pressor service 14 to 2 inch. 


BONNET ) 


One piece bonnet screws over 
sturdy body neck; flat face 
bonnet joint is easy to clean. 


BODY , 


Substantial, well propor- 
tioned, long pipe threads, 
full flow areas. 





4 


Quick Operating Valves 
are available in two pat- 
terns, Pull Lever 14 to 2 
inch, and Grip Lever \% 
to inch. 


DISC HOLDER ) 


Slip-on type, extra long 
guides insure accurate seat- 
ing. Slots for wrench 
hold; beveled extension to 
protect spud threads. J 


NON-METALLIC DISC_) (Il 


All patterns of Lunken- 
heimer ‘‘N-M-D”’”’ Valves 
(II are described and listed in 


(| 


Booklet F. 593. Write for 


Made to Lunkenheimer your copy now. 


standards. for maximum 
life. Three basic types, 
steam, hot water, cold 
water—air. 


The local Lunkenheimer 
Distributor is prepared to 
supply ‘‘N-M-D”’ Valves. 





HE LUNKENHEIMER CS 


—= QUALITY’ = 
CINCINNATI, OHIO. U.S.A. 


NEW YORK CHICAGO BOSTON 
PHILADELPHIA SAN FRANCISCO 





EXPORT DEPT 318-322 HUDSON ST. NEW YORK 


LUNKENHEIMER VALVES 
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A New Day 
Has Arrived... 


HE codes are now in operation. A product 
must sell on its merit—price chiselers are 
out. Today, Quality is again supreme. 





ht bob 
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NOW, you can show the merits of Safety 
Belt Hooks—can demonstrate their points of 
superiority—how the binder bars maintain align- 
ment—how the end hooks are held together, 
preventing fraying and injury to hands—how 
easy it is to fit them into the machine for 
lacing, how they are adaptable to rubber, 
leather, fabric, balata and all types of belting. 


{yt 


{ 


ok 





ae PARQ P| 


—_ 
= 
oe 
“ea 
oe 
Ctl 
lta 
—-_ 
—/_ 
an 
—! 
—_ + 
—— 
—_ 
=_— 
—_— 
-_ 
= - 
—_— 
= . 
— 
od 
~- 
—_ 
“= 
/ = 
i == 
= 
~— 
— 
(i= 
— 
_ 
> 
—s 
ae an 
om 
1 
a™~™ 
a 
a 
— 
a 
— 
o 





Just Carry A Sample With You—and you 
can easily prove it the best "sales getter" in 
your kit. 


F. T. Hildred of the company bearing his 

name in St. Paul does not believe in signs. 

Pity the poor ducks when a man this de- 
termined is in a blind. 





A new day has arrived and you have merely ‘ 
to show your prospect the many advantages of 
Safety Belt Hooks to get your share of the 
increased earnings possible. 


| Lewis Supply Adds 18 Employes 


The addition of 16 employes in the 





Va lalala ia lAl 





VALBBABRALALETEVAAAS 


12 \ 


_ Memphis and Helena stores of the 
| Lewis Supply Company and that of 
: | 


ie wile hemilie increased vel- 
SAFETY BELT-LACER 3 G.j une constitutes the contribution of 


TOLEDO ---- OHIO | that organization to the success of the 


COFFING HOISTS 


T. L. Lewis, president, confidently 
‘THE UNIVERSAL TOOLS” 


looks forward to the best business in 
several years for the Memphis tri-state 
Can Be Sold Profitably by 
Distributors Today 


territory. The pickup in the hard- 
wood lumber industry and a splendid 

Their superior features are self-evident to industrial 
buyers. 


hy 




















crop of ten cent cotton furnish the 
| principal reasons for such an out- 
look. 


* * * 


Johnson-Mandeville Distributes 
Three New Lines 

| Johnson-Mandeville Company, 
| Newark, New Jersey, has been ap- 
| pointed exclusive distributor in the 
| Newark territory for Johns-Manville 
_ packings, Keystone greases and Py- 
rene extinguishers. 

The stock of this company has been 
built up considerably in anticipation 
of a greatly increased demand in the 

pene Elgetrig Comes | next few months. 


Yo, | and 2 tons. Weights: 
75 to 85 Ibs. * 





They fill a definite and immediate need in industry. 


The manufacturer offers you an effective plan of 
sales cooperation, adequate protection, and a good 
margin of profit. 


Write for Details 














Coffing Hoists 


Soundly Designed 
Simply Constructed 
One-Man Operated 
Exclusive Free-Chain Mechanism 
Unbelievably Light 


* * 


2 Model A— % ton; 
Weight: 14 Ibs., and 
1 F—t2 ton; 


ode New Vice-President 
Weight: 25 Ibs. 


for Norton Hardware 
Remarkably Powerful Griffith Williams, who has been con- 


Extremely Versatile 4 Model 2—Capacity: 6 | nected with the Norton Hardware 
Economical No. 2 No. 3 Mo, 4 ««-« Ss et: GE. Company, Incorporated, Fair Haven, 


Vermont, for several years, has been 


313 E. Van Buren St. COFFING HOIST COMPANY Danville, Ill. | elected vice-president and director to 


replace M. D. Marshall, resigned. 








3 Our Model F-T — Ca- 
pacity: 3 tons; Weight: 
34 Ibs. 
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Overloaded and Running in dust and grit 
is just an everyday job for this 14-inch 
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| Standard Belt Fire Hose 
| V-Belt Hydraulic Hose 
Conveyor Belt Packers Hose 

Acid Hose Paper Mill Hose 
| Air Hose Sand Blast Hose 
} Brewers Hose Sand Suction Hose 

Contractors Hose Spray Hose 
| Textile MillSpecialties Steam Hose 
| Creamery Hose Water Hose 
| Dredge Sleeves Chute Lining 
} C. 1. Air Tubing Launder Lining 


Asbestos Brake Blocks Garden Hose 
Industrial Brake Lining 


Other Grades of Hose Pump Valves 
Suction Hose Tubing 

Oil Hose Washers 
Packing Molded Goods 
Matting Oilless Bearings 


Belting of Every Description 
Molded Hose for Every Service 
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Other \NHA N Products 


; 


7-ply Compensated Belt 


It's the difficult drives like the one shown above 
on which Condor Compensated Belts are so 
frequently required to operate, that demonstrate 
their unequalled and remarkable performance. 


Condor Compensated Belt has eleven advantages 
not found in standard rubber belts. It runs at low 
tension, has 100% overload capacity, and holds 
fasteners 3 to 4 times longer. By its construction, ten- 
sion is equalized over all plies. All types of drives can 
be economically belted with Condor Compensated. 


The unusual success of Condor Compensated Belt 
is making money for every one of our more than 
100 jobbers. It will pay you to consider a 
Condor franchise. Write for full details. 


A COMPLETE LINE OF d 3 
MECHANICAL RUBBER GOODS 


WE 00 OUR Pant 


Peg RR sae BRR OR a IM BE 5 29 Ba 8 geg PRA Goo. 5 Reg 


The Manhattan Rubber Mfg. Division of Ropbashic: Maskenak ta: is 


Executive Offices and Factories, Passaic, New Jersey 
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SALES! 


WHERE! 





HOW! 
Sell Dart Unions 
Use These Selling Points— 


1. The Dart bronze to bronze 
principle is two bronze seats, 
ball joint properly ground in. 

Leak proof. 

Easily opened. 


wn 


Non-corrosive and 
(as iron unions). 

No stretching (as in the case 
of brass unions). 

6. Straight way through, with no 
cored parts to hold water or 
collect sediment. 

7. Shoulder on swivel end and 
malleable iron nut heavier 
and stronger than would ever 
be necessary. 

8. American Standard Pipe 


non-flaking 


wii 


Threads and chamfered pipe 
ends. 





TUrug iv 


TEES—UNIONS—ELLS—SCREWED—FLANGED 


E. M. DART MFG, co. 


PROVIDENCE, R. I. 


Sales Agents: 
The Fairbanks Company, New York 


Canadian Factory: Dart Union Company, Ltd. 
Toronto, Canada 








The veranda of the hotel was popular after 
a long day of meetings. H. W. Hultgren, 
Cushman Chuck Company and H. C. Ells- 
worth, White Tool and Supply Company, 
Cleveland, enjoy the moonlight and fresh 


A Letter to the Editor 
Referring to various articles and 
editorials in your magazine which 


| have appeared at intervals over the 


| past year or so and further to the 


matter of a standardized accounting 
system for the Mill Supply Industry 
which you have been so interested in, 
we are pleased to advise that we have 
made considerable progress toward 
designing a standardized cost ac- 
counting system for the industry, 
which we believe will be acceptable 
to the distributors and meet the re- 
quirements of the NRA code pro- 
vision which makes standard account- 
ing mandatory. 

Several weeks ago we assembled 
our staff, some of whom have had 
considerable experience in organizing 


practical standard cost systems for 
| dealer and distributor types of busi- 


| ness. 


Others of our staff have had 
long experience in the auditing, ac- 
counting and installing accounting 
systems for supply houses. From the 
combined experience of members of 
our firm and staff we were able to 
develop and outline a system which 
we thought would cover all the con- 
tingencies of a large as well as a 
small distributor and which would re- 
sult in providing the industry with 
the information that would neces- 
sarily be required to properly admin- 
ister the code and which would be 
of further value to each distributor 
as well as to the industry as a whole, 
in their quest to determine and fur- 
ther reduce cost. 

With this outline in shape, we con- 
tacted a number of distributors to 
determine how well our suggested 
plan would suit each house in the 
industry without imposing any ex- 
pensive alterations or changes in their 


present system and without involving 
additional expense in operating the 
system in their company. To date, 
we have covered approximately 
thirty distributors in ten or twelve 
cities including Pittsburgh, Youngs- 
town, Cleveland, Toledo, Detroit, 
Chicago, Cincinnati, Indianapolis, 
Columbus and others. In each city 
the distributors contacted were 
wholly in accord with some kind of 
a standardized accounting system and 
stated that they would be glad indeed 
to see the industry adopt a uniform 
accounting system. 

We received some very valuable 
suggestions from some of these dis- 
tributors which have, we believe, im- 
proved the system as it was in its 
embryo state. Since our plan, as de- 
signed, has received practically 100 
per cent acceptance from the twenty- 
five or thirty distributors contacted 
to date, we believe the obvious con- 
clusion is that the system has the 
finer points of the accounting sys- 
tems of the houses in the industry. 
This, of course, is the idea of a 
standardized accounting system. 
Many of the distributors with whom 
we talked are not only of the opinion 
that a standardized accounting sys- 
tem will be of service to each house 
but expressed an opinion that they 
believed the system is a foundation 
or basis upon which those in the 
supply business may form a closer re- 
lationship and that from this system 
some cost figures may be obtained 
with which a concerted effort may 
be put forth on some of the manu- 
facturers in connection with a larger 
gross profit for the distributors. 

In the next two weeks we are plan- 
ning to contact a number of distrib- 
utors in the eastern cities. Just as 





Mr. and Mrs. C. Carter Bond. Mr. Bond is 
general manager of the Charles Bond Com- 
pany, Philadelph‘a. 
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Experienced buyers and users of bolts know 
what to look for in a quality bolt—a full square 
head, neatly formed; a nut face true with the 
axis of the bolt; clean, sharp threads; and a nut 
fit that is neither too tight nor too loose. 


But every buyer of bolts can’t be expected to 
know all these details, can’t hope to inspect 
every single piece to make certain that it is just 
what it should be, and yet can’t afford to take 
chances when the safety of life may hang on 
a thread. So Upson has provided another way 
to know a good bolt—by the letter U on the head 
of the bolt. It’s only a little mark, but it means 
much—the right steel, the most modern heading 
practice, threads true to standards, and correctly 
heat-treated for the job it has to do. 


Specify Upson headed and threaded products 
by name and look for the identifying U when 
using them. 


00D BOLT 






Bolts and nuts in all standard and special 
shapes, sizes, alloys and finishes. Standard and 
special rivets of all kinds. Wire rope clips. 
Turnbuckles. Automotive and railroad special 
items. Headed and threaded products for 


every use. Your specialities are our specialty. 


uvUPSON NUT Diviston 


REPUBLIC STEEL 


oF eo ae, oe 


CLEVELAND, OHIO 
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Alert Distributors 


"k] 


BPerar 9. | 


Select Dumore Grinders as one of 


their KEY Lines 


Because: 


—Dumore Grinders have an unques- 
tioned reputation for high quality 


—Sales of Dumore Grinders always 
show distributors an adequate profit | 


—Dumore Grinders are sold exclu- 
sively thru distributors, limited in 
number, according to size of territory 


— Distributors’ salesmen are accord- 
ed consistent sales assistance by the 
factory 


THE DUMORE COMPANY 


10! Sixteenth St. Racine, Wisconsin 





| 
| 
| 
| 


The grinder illustrated is the 
Dumore No. 5, 2 H. P. spindle 
speeds 4,000 to 35,000 R. P. M. 












N 
eco PRete 8 


“*" GRINDERS °° 


inquire if a distributorship 
is open in your territory 


IN STANDARDIZED 


PULLEYS. & FLEXIBLE 





& Now—for the first time—pulleys 
that are actually designed for spe- 
cific belt use. You'll find these 
Congress Pulleys built to the belt for 
added driving efficiency and much 
longer belt life. 
last word in operating economy. 


SS STANDARDIZED PRP, 
ig Mey 


use. 


contains 





8214 Collins Avenue 


They are made to fit A and B type belts—offer the 
Congress Pulleys are die cast from 
white brass—are accurately bored, perfectly 
balanced — completely vibrationless, with 
extra high tensile standards for high speed 
Available in all standard bores for 
round belt and V belt use—up to 10 inches 
in diameter. 
ible couplings and crown face pulleys. Spe- 
cial descriptive catalog on request. 


Dealers — Distributors 


This large merchandising and display board 
58 pulleys 
plings in the most popular sizes. 
special dealer proposition which insures 
quick turnover and large profits. 


CONGRESS TOOL & DIE CO. 


COUPLINGS 






aS i oy 
[THEY RE BUILT TO THE BELT 


Also a wide selection of flex- 


and flexible cou- 
Get our 


Detroit, Michigan 

















soon as we have accomplished this 
preliminary work and find that the 
distributor industry is thoroughly in 
accord with this system, we shall im- 
mediately put our suggested stand- 


| | ardized accounting system into final 


shape and submit it to the industry 
as a whole. In the meantime, you 


| might be interested in knowing that 


I have taken the matter up with Mr. 
George A. Fernley of the National 
Distributors’ Association and that 
we have made arrangements for a 
conference on the matter in full with 
Mr. Alvin A. Smith of the Southern 
Distributors’ Association. We will 
have this assignment completed with- 
in the next few weeks and believe 
that we will be able to present the 
results of our study to your readers 
in your December issue. 

We have several accountants on 
this assignment and it is having the 
concerted supervision of the mem- 
bers of our firm. We are all devot- 
ing our every energy and ability to 
designing a sensible, practical and 
worthwhile system of accounting for 
the industry that we believe will meet 
the code requirements and win the 
acceptance of the industrial supply 
distributors. 


Homer Porter. 





“Q” Quigley, president, The Quigley Com- 

pany, W. H. Gaylord, Jr., sales manager 

of the same organization, and “Rus” Dun- 

can, president, R. C. Duncan Company, 
Minneapolis. 





New Employes for 
W. J. Savage Company 

One special representative in the 
sales engineering department, one ad- 
ditional watchman and two additional 
shop employes have been hired by the 
W. J. Savage Company, Incorporated, 
Knoxville, Tennessee, in order to com- 
ply with the President’s Reemploy- 
ment Agreement. 

John H. Murrian, president, reports 
an optimistic feeling in the Knoxville 
territory, largely due to activity in the 
Tennessee Valley Authority and Great 
Smoky Mountain National Park. 
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HE Code-Makers bring home to American 

Industry a new definition of value—the 
value of a man’s work in its relation to a 
maaufactured product. This is a development 
that calls for a complete realignment of fac- 
tory costs and renders old operating ratios 
obsolete. 


On the one hand—higher wages, shorter 
hours and rising commodity prices. And on 
the other, the grim necessity of staying in 
business, of earning a fair return on invested 
capital, of rehabilitation, perhaps, to meet the 
competition of low-cost plants. To reconcile 
such factors as these —is the riddle of recovery! 


Out of this riddle, management will forge a 
new conception of operating efficiency . . . effi- 
ciency in buying that places quality and service 
before all other considerations ... efficiency in 
selling that is predicated on genuine standards 
of product performance... efficiency in manu- 
facturing that brooks no compromise with the 
ravages of waste—waste in material, in proces- 
sing, in power, in idle time, in red tape. 


There is nothing essentially new in the idea of 
waste-elimination—except for the extraordinary 
need of its rigid application mow, in order to 
win the proceeds out of which the costs of 
restoration must be paid. Nor can management 


Goodrich 


ALL IN RUBBER 






wage this war on waste alone, with its own bare 
hands. Materials, equipment and supplies of 
infinite variety and use (endorsed by the repu- 
tation of responsible suppliers) must be per- 
mitted to do their part. And the men who 
make and sell these things must assist in the 
task of analysis and application. For that task 
Goodrich men are eminently fitted—distributor, 
salesman and specialist alike; can assist you in 
taking an inventory of waste. 


Here at Goodrich we believe in a brand of 
creative salesmanship that is based on “appli- 
cation engineering” of the highest order; that 
is inspired by a real understanding of the 
customer’s need and a thorough-going capacity 
to interpret that need in terms of cost-reducing 
industrial merchandise. Goodrich summons all 
of its resources to this cause, in the firm belief 
that those who champion it will find the answer 
to their riddle of recovery. ..The B. F.Goodrich 
Rubber Company, Mechanical Rubber Goods 
Division, Akron, Ohio. 








To Mill Supply Distributors: This new advertisement in the Goodrich Code-Makers series, de. 
scribes a situation in which distributors have the opportunity to play an increasingly important part; 
and paves the way for distributor sales and services. It is appearing in The Business Week for October 


28th and in Factory Management & Maintenance, Power and Mill & Factory for November, 1933. 
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FULL ER 


SUPPLY C) 


The following members of the Fuller Sup- 

ply Company, Grand Rapids, Michigan, 

are pictured in front of the new store: C. J. 

Fuller, president; F. M. Raap, secretary; R. 

J. Jewell, salesman, and Clark Wilson, 
store salesman. 





Osterberg Joins Lindquist 
Hardware Force 

Eric Osterberg, a mill supply sales- 
|man with over 30 years’ experience in 
the business, has joined the sales or- 
|ganization of The Lindquist Hard- 
| ware Company, Bridgeport, Connecti- 
}cut. 

| The above company is now handling 
‘the Albany Grease Line. 


| 
| 
| 
| 
| 


| + & & 


Frick-Reid Issues New Catalog 
of Industrial Supplies 

| Frick-Reid Supply Corporation, 
|Industrial Division, of Pittsburgh, is 
idistributing their new catalog desig- 
jnated as “Industrial Catalog 40.” 

| Preceding the distribution, an an- 
|nouncement containing a request form 
and self-addressed envelope, was sent 
‘to their entire mailing list. The an- 
/nouncement reads in part as follows: 
\“Catalog 40 is presented to meet a 
definite need for an up-to-date refer- 
ence book on Industrial Supplies. 
|Over 600 manufacturers’ catalogs and 
|bulletins have been used in compiling 
ithe essential data and facts on the 
‘thousands of items listed. We have 
|contined the listings to lines of known 
merit and acceptability. In addition 
‘to the standard lines of maintenance 
| supplies, Catalog 40 includes certain 
lines of mechanical equipment with 





useful engineering and _ technical 
| data.” 
The Industrial Diviston of the 


| Frick-Reid Supply Corporation is a 
perpetuation of the mine and mill de- 
partment of the former Frick and 
Lindsay Company, the interests of 
which were merged with the present 
corporation in 1928. Catalog 40 su- 
persedes Frick and Lindsay number 20 
catalog, but undertakes a much wider 





scope both in the number and char- 
acter of lines listed, having a strong 
engineering bias on power transmis- 
sion and materials handling equipment. 

This new catalog is tangible evi- 
dence of the policy of Frick-Reid to 
provide adequate technical informa- 
tion and engineering talent to prop- 
erly market this type of equipment. 

*x* * * 


Paul Roberts Machine Works 
Adds Warehouse 

A new warehouse to house bars, 
plates and structural shapes has been 
built by the Paul Roberts Machine 
Works, Pocatello, Idaho. A Uni- 
versal Iron Worker has been installed 
to give additional service to cus- 
tomers. 

This company is now handling 
crane valves and pipe fittings. Steel 
stock has been increased and supple- 
mented with reinforcing bars. 

* * * 


Hibbard, Spencer Adds 
Industrial Salesman 

M. F. Williamson, who was for- 
merly with the H. Channon Com- 
pany of Chicago, has been added to 
the sales force of the industrial de- 
partment of Hibbard, Spencer, Bart- 
lett and Company. C. K. Gartner 
is head of this department. 

* * * 


Specialty Products Company 
Seeking Salesmen 

The Specialty Products Company, 
89 Broadway, Cambridge, Massachu- 
setts, is contemplating the addition of 
two men to its sales force. This com- 
pany is privately owned and managed 
by Marshall L. Solomon. 

’* * * 


Scofield Company Adds 
Eight Salesmen 

The Scofield Company, Sturgeon 
Bay, Wisconsin, has added eight sales- 
men to its force, two being general 
salesmen and six special. 

Business in this territory has been 
favorably affected by a good fruit 
crop and the best grain crop in years. 

* 6 & 


New Employes and Lines 
for Kasper and Koetzle 
Albany Grease, Alemite equipment 

and Browning grooved pulleys and 
V-belts are among the new lines re- 
cently added by the Kasper and Koet- 
zle Hardware Company, Incorpo- 
rated, Brooklyn. Three new men 
have been added to the force. 





UMI 








NOVEMBER, 1933 MILL SUPPLIES 


ot 





look 
he al fa 


TIME WILL TELL THAT 





HERE IS A DIFFERENCE in small tools 
although it is practically true that they 
“all look alike at first.” It is that difference 
which keeps the mechanical world so loyal to 
Morse drills, cutters, reamers, taps and dies. 


Morse Tools can stand the test of lon? pruel- 
ling, metal cutting work. Their scientific tem- 
per and uniformly high quality of steel keep 
them at work long after other tools have had 
to Bo to the grinding wheel or the scrap heap. 


Morse Tools actually lower production costs 
— that’s the difference that counts today! 


TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD, MASS..U.S.A. 





New York Store Chicago Store 
92 Lafayette Street 570 West Randolph Street 


THE MORSE LINE INCLUDES: High Speed and Carbon 


DRILLS REAMERS CUTTERS TAPS AND DIES SCREW PLATES ARBORS 
CHUCKS COUNTERBORES MANDRELS TAPER PINS SOCKETS SLEEVES 


( 
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Standard V Belt Sheaves 
Light Duty V Belt Sheaves 
Standard V Belts 


dbase UNDER GEIST PATENT No. 1,662,511 


W. A. Jones Foundry & Machine Company is licensed by Allis-Chalmers Mfg. 
Co. to manufacture and distribute Multiple V-Belt Drives under United States 
Letters Patent Number |,662,511. 


It is our desire to complete dealer arrangements for Multiple V-Belt Sheaves 
where the dealer has made separate arrangements for the handling of 
licensed V-Belts. 


W.A. Jones Foundry & Machine Company 


4401 ROOSEVELT ROAD, CHICAGO 
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NTT 
SALESMEN 
who SERVE 


ARE ALWAYS WELCOME 


HE door is always open to salesmen whose mission is not merely to 
get an order but who are equipped to give the industrial buyer 
nractical, helpful service. 

This requires a knowledge of specific plant needs. By pointing out 
such needs in a helpful, informative way, the salesman secures his order 
on the basis of a service that will be remembered. His prestige—and 
yours—is enhanced. He is a welcome visitor. Competition will find it 
virtually impossible to undermine his wo*k. 

The Belmont Service and Sales Plan rnakes it easy for your salesmen to 
really SERVE customers in the matter of packing . to gain their con- 
fidence by an intelligent and enlightening discussion of Belmont products 
as applied to their current needs. 

Get acquainted with this advantageous Belmont Plan. If you are not 


already a Belmont distributor, write to us today for details of the Belmont 
franchise. 

















1 The new Belmont catalog No. 33 1 


A Sales Manual for your salesmen, 
just off the press, showing the 








complete Belmont line and information 
on recommendations for every conceiv- 
able kind of packing service. 


> A sample kit, for every salesman, 
tt small enough to be carried in the 
coat pocket—BUT—large in convincing 
the prospective purchaser of the quality 
of the Belmont line. 


3 The Belmont Marketing Plan, break- 
. ing down by territories all indus- 
trial plants and their activities, giving at 
a glance those plants which are major 
packing prospects. 


which takes all the guesswork out 
of packing sales. A digest of plants by 
industries and recommendations for all 
equipment used. 


-~ Advertising direct to your pros- 
a pects through trade papers, and 
literature for distributors’ use. 


Factory trained representatives to 
help your salesmen in the field 
and put the Belmont plan to work. 








THE BELMONT PACKING & RUBBER COMPANY 


Philadelphia, Penn., U. S. A. 
‘THERE IS A BELMONT PACKING FOR EVERY SERVICE” 


= - SSS. 


Butler and Sepviva Streets 


HI 
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Within two years, the Frick-Reid 
Supply Pitts- 
burgh, and 


their 


Corporation of 

Pa., Tulsa, Okla., 
branches, have _ intensified 
selling efforts with two new Don- 


nelley catalogues. 


Following their oil field catalogue 
No. 32—their latest industrial sup- 
plies catalogue No. 40 was issued 


another Donnelley repeat order. 


FRICK-REID 
Sy, 


CORPORATION 


INDUSTR 
CATAL 





Progressive firms like the Frick-Reid Supply Corporation, realize 
that a code offers no assurance of sales or net profits, but creates 


an opportunity to earn profits, if they can make the sales. 


When no one has a material price advantage, 
it becomes the more necessary to employ other 
effective means of making sales. 


Since practically all supply catalogues in 
your territory are of the pre-depression age, if 
not “pre-war,” consider what an advantage 
you will have if you distribute the first up-to- 
date general catalogue in your field. 


Donnelley catalogues comb the territory. 
They impressively picture your goods and 
agencies—displaying the improved and newly- 
designed products which industrials must buy 
to produce economically. 


» When you need every help that will increase 
your sales and hold selling expenses down, it 
will pay you to consider Donnelley catalogues, 
which will give your organization the advan- 
tages of this economical extra sales power. 


Get complete particulars about how 
Donnelley catalogues have helped other dis- 
tributors, without obligation. 


THE LAKESIDE PRESS 
R.R. DONNELLEY & SONS COMPANY 


350 EAST TWENTY-SECOND STREET, CHICAGO 
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WOOD'S V-BELT 
DERIVES: 


Licensed Under Geist Patent No. 1,662,511 











T. B. Wood's Sons Co. is licensed by Allis-Chalmers 
Mfg. Co. to manufacture and distribute Multiple V-Belt 
Drives under United States Patent No. 1,662,511. 


Authorized Dealer Agencies are being established for 


Wood's V-Belt Drives or for Wood's Sheaves to be used 
with any Licensed V-Belt. 


The V-Belt Line is a valuable addition to the complete 
line of Wood's Power Transmission Appliances. 


T. B. Wood’s Sons Co... Chambersburg, Pa. 


Licensed Manufacturers of V-Belt Drives 
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PATENT 1,662, 5! 


Announcement: The Medart Company is now licensed 
to manufacture and distribute V-Belt Drives, under the Geist Patent, 
1,662,511. Condor V-Belts are supplied as standard equipment. 


This offers to Industrial Distributors even greater opportunities to profit with 
the Medart Line of “Everything in Power Transmission and Special Equipment” 
... Medart-Timken Self-Aligning Pillow Blocks... Ball and Socket Hanger 
Bearings ... Unit Mountings and Self-Aligning Unit Mountings... Flange 
Bearings . . . Loose Pulleys... Gearing... Steel Shafting . . . Hercules Pulleys 
...Couplings and Clutches of All Types ... Pulleys, All Types... Special 
Machinery and Special Castings . . . Current price lists ready for distribution. 


THE MEDART COMPANY 
General Offices and Works: 3512 DeKalb St., St. Louis, Mo. 


Engineering Sales Offices: Cincinnati * Cleveland » New York * Philadelphia * Buffalo * Chicago 
Pittsburgh * New Orleans * San Francisco * Denver * Charlotte * Birmingham * Milwaukee 
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DISTRIBUTORS 
We Are Supporting You! 


The manufacturers 
of ATLAS Car Movers are 
confident that increased sales 
and greater profits are in store 


for distributors under the new 


GIVE US A PLACE TO STAND conditions governing industrial 
AND WE WILL MOVE THE EARTH 














N 



















and business activity, provided 
(1) They sell according to an intelligent plan. 
(2) They receive the proper cooperation from manufacturers. 


This last is vitally important. In fact, it is an 
absolute requisite for distributor success. And The ATLAS 


Car Mover (com- 


we stand ready to help you build a profitable pound leverage) 


provides all the 
power your cus- 


business in the constantly growing market for tomers will ever 


the famous ATLAS Car Mover. ia 


ATLAS Power (due to compound leverage) 
ATLAS Speed, Efficiency and Low Cost of 


Operation, will enable you to meet competition 


fearlessly and successfully. ATLAS profits will 
appeal to you. 


Write for the complete story. 


ATIAS car MOVER: 


MANUFACTURED BY 


| | APPLETON CAR MOVER CO. 
, | 














APPLETON, WIS. 
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= PYOTT=! 





Vee-lex Drives 






Licensed under 
U. S. Patent 1,662,511 


Manhattan Condor 
Belts 


YOTT FOUNDRY & MACHINE CO. is now licensed to manufacture and distribute PYOTT VEE- 
TEX DRIVES under U. S. Patent No. 1662511. 


The licensing of PYOTT VEE-TEX DRIVES provides greater and more profitable sales possibili- 
ties for Mill Supply Dealers. 


PYOTT distributors find the demand for patent protected drives, accurately designed and manu- 
factured, is creating sales and sales opportunities. This, coupled with complete engineering assistance, 
exclusive areas and a firm price policy, makes VEE-TEX DRIVES a very profitable line. 


Capitalize on this opportunity by becoming a distributor for VEE-TEX DRIVES. We are seeking 
additional distributors and invite you to write us for complete details. 


Pyott Foundry & Machine Co. 


328 N. Sangamon St. 





CHICAGO, ILL. 
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Leakage? Here’s a union with real protection. The male end seats 


in soft, serrated copper . . . Four seats instead of one. 


Guaranteed to comply with or exceed requirements of Federal 
Specification Board, U. S. Bureau of Standards. Quality of work- 
manship assured by the Mergenthaler Linotype Company. Find 


out about U. S. Unions. 


UNITED SUPERIOR UNION COMPANY, INC. 
Division of 


Mergenthaler Linotype Company, 29 Ryerson Street, Brooklyn, N. Y. 


_S. HIGH PRESSURE UJ 


bog POT INTE ae ai 
Rs #15 35 


FOUR-LINE DEFENSE 
AGAINST LEAKAGE! 














| FOUR SEATS | 
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UNIONS 


U-s- 
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Sales Agents: SHINGLE-GIBB COMPANY 
54th and Gray’s Avenue, Philadelphia, Pa. 


Branches: Chicago, St. Louis, New York, 
Pittsburgh, San Francisco, Toronto, Can. 


Representative jobbers desired in every 
Industrial Center 














New and Improved Industrial Products 











Non-Metallic Disc Valve 
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HIS non-metallic disc bronze valve 

suitable for 150 pounds steam pressure 
and 300 pounds gas-liquid pressure, has a 
deep non-heat malleable iron hand-wheel 
with an easy grip. The stuffing box is 
extra deep and holds a generous supply 
of packing. Bronze gland in all sizes has 
hexagon head to facilitate removal. Stem 
is made of rolled bronze and is unusually 
heavy. Long threads are fully engaged 
with bonnet thread when valve is closed. 
Shoulder above the stem thread seats tight- 
ly against bottom of stuffing box making 
the valve repackable under pressure. The 
one piece bronze bonnet screws over the 
sturdy body neck and the flat face bonnet 
joint is easy to clean. Exceptionally heavy 
body neck prevents distortion and makes 
a secure bonnet connection. Long pipe 
threads provide leak tight connections. 
The disc holder is of the slip-on type— 
a turn or two of the handwheel before 
removing the bonnet prevents disc holder 
from dropping off. Extra long guides in- 
sure accurate seating. Lugs are provided 
for wrench hold when removing disc; the 
beveled extension protects spud threads. 





Three basic types are offered—steam; hot 
water; cold water, gas and air—T 
Lunkenheimer Company, Cincinnati, Ohio. 
Mitt Suppiies, November, 1933. 


Portable Electric Grinder 
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OR 
touching off parts, 
for varied grinding and sharpening jobs, 
this new electric grinder is compact, well 


rough, off-hand grinding, for 


tools and dies and 


60 


balanced and light. Tool weighs only 
three pounds and works at any angle. 
Universal motor gives maximum speed of 
17,000 revolutions per minute. High-speed, 
dust-sealed ball bearings reduce friction, 
eliminate overheating and assure maxi- 
mum power delivery. Motor housing is 
heavy cast aluminum and extends out over 
motor shaft. This portion is encased with 
a fully insulated, cushion grip which gives 
the operator positive control and great 
flexibility in use—Chicago Wheel and 
Manufacturing Company, Chicago, IIlinois. 
Mitt Suppties, November, 1933. 


Roller Bearing 





HIS roller bearing for industrial ap- 

plications consists of the conventional 
inner and outer rings and roller cage 
assembly. A high grade of alloy steel is 
employed, having a very high fatigue 
value which makes it particularly well 
suited for the heavier duty service. 
Rolls are of high carbon chrome steel 
and are hardened throughout. The cage 
itself is fabricated from specially form- 
rolled spacer bar stock with carburized 
and hardened end rings. Additional 
capacity is gained by increasing the roll 
length and by using two rolls of rollers 
where necessary. In the case construc- 
tion the rollers are held in place by 
spacer bars rather than by _ rivets 
through the rolls themselves. The 
spacer bars of the cage are riveted to the 
end rings and the accurate assembly of 
these bars keeps the rolls permanently 
aligned. An added feature is the use of 
two-part rolls which prevent any possi- 
bility of ske wing. The entire roller bear- 
ing assembly is made with a fixed radial 
clearance to allow for the expansion 
which takes place when the inner ring is 
shrunk to the shaft, this being the stand- 
ard method of mounting for the roller 
bearing. This clearance also permits the 
bearing to operate successfully should 
temperature differentials occur in the ac- 
tual operation.—Fafnir Bearing Company, 
‘ew Britain, Connecticut. MiILt Suppties, 
Vovember, 1933. 


High Frequency Grinder 





HIS new high frequency electric 
grinder is built in two speeds, 3800 
revolutions per minute for use with six- 
inch vitrified emery wheels and 5400 revo- 
lutions for use with six-inch elastic band- 


ed emery wheels. The former can be used 
with eight-inch elastic banded wheels. 
Outstanding features of these tools are 
the cool running motor, the stream lined 
ventilation system and the mounting of 
the stator on insulating pads within the 
motor housing. The plug-in cable makes 
it possible to change cables right on the 
job—The Buckeye Portable Tool Com- 
pany, Dayton, Ohio. Mitt Suppties, No- 
vember, 1933. 


Flexible-Rigid Steel Rules 
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HE six-foot steel blades of these new 

steel rules are both rigid and flexible- 
rigid for measuring straight, horizontally 
or vertically-flexible for measuring cylin- 
ders and odd shapes. They are so con- 
structed that the blade can be removed 
entirely from its case and used, light and 
free, for end to end measurements. Other 
features enumerated by the manufacturer 
are: nickel plated blades; safe “pull-push” 
blade action; graduations lie close to 
work; watch size cases, only two inches 
in diameter.—S tanle y Tools, New Britain, 
Connecticut. MILL Suppuirs, November, 
1933. 












Motor-Centrifugal Pumping Unit 





hii as 
A NEW close-coupled type of mounting 
is used on this motor-centrifugal 
pumping unit which permits the use of 
standard motors without special bedplates 
and brackets. Pump bedplate extends un- 
der motor relieving motor of excessive 
strains. Pumps are built in sizes %-inch 
to 4-inches for capacities up to 1000 gal- 
lons per minute. Heads range from 10 
feet to 290 feet. The applications of these 
new pumps to the industrial equipment 
field are many and varied. — Goulds 
Pumps, Incorporated, Seneca Falls, New 
York. Mitt Suppiies, November, 1933. 


MILL SUPPLIES 


UMI 








yn EH evs 


eomoniw Os 


it 
ls 
w 





NOVEMBER, 1933 MILL SUPPLIES 61 





UL | 






























“And if we are to have sustained Recovery that 
opinion must be made aware of the necessity for 
eliminating obsolescence and reducing the cost of 
High Cost Manufacturing.” 


This challenging statement was made by Mr. Malcolm 
Muir, deputy administrator, in his address at the Triple 
Mill Supply Convention. 


*é double responsibility is involved. The distributor's 
job is to sell equipment that will definitely “eliminate 
obsolescence and reduce the cost of high cost 
manufacturing” ... and the distributor must hold his 
sources of supply responsible for furnishing him with 
genuine cost reducing products. 


New York Belting & Packing Company meets this 
responsibility with a complete line of Mechanical 
Rubber Goods representing 87 years of perpetual 
research, constant development and successful ex- 
perience. 


N. Y. B. & P. Distributors sell with full confidence that 
N. Y. B. & P. products actually do “reduce the cost of 
high cost manufacturing.” 





And remember—N. Y. B. & P. Mechanical Rubber 
Goods are sold exclusively through competent 
distributors. 








New York BELTING & PAckING (CO. 
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New and Improved Industrial Products 











Tempered Steel Rule 
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HIS new rule, graduated in tenths and 
fiftieths, is designed to facilitate meas- 
urements where dimensions are in deci- 
mals. Jiftieth graduations are figured 
every tenth. NHundredths of an inch can 
be estimated readily. Opposite side of the 
rule is graduated in thirty-seconds and 
sixty-fourths, the sixty-fourth graduations 
being figured every eighth of an inch 
This combination of graduations, together 
with the handiness brought about by fig 
uring, is said to make this rule espccially 
uscful for up-to-date shop work.—Brown 
and Sharpe Manufacturing Company 
Providence, Rhode Island. Mitt Supe ies, 
November, 1932 


Welding Spectacles 





ITE latest advances in eye protection 

for oxy-acctylene welding and cutting 
have been embodied in these new weld- 
ing spectacles and a new lens, Type AA, 
just announced. In this new type spec- 
tacle the lenses are mounted in a natural 
canvas-bakelite frame and are 50 mm. in 
diameter. This exceptional width per 
mits a wider angle of vision and gives 
greater protection again light and snarks. 
The temples (bows) are covered with in- 
sulating material, and the frame is non- 
flammable and does not conduct heat. By 
means of a snap device where the tem- 
ples mect the frame it is possible to 
spread the frame and change the Icnses 
in a few seconds. Lens, flat-ground and 
polished, is made in light, medium and 
dark green shades. This new lens con- 
forms to all code requirements, including 
those of the Federal Government.—The 
Linde Air Products Company, New York, 
New York, Mite Supreriwes, November 
1933 


Indicating Gage 

NEW, small size, moderately priced 
<A indicating gage has a full length 270° 
scale. It is designed to use a full length 
Rourdon spring which results in a reduc- 
tion in movement multiplication and an 
increase in accuracy. [Furnished in a 
drawn brass case and ring with buffed 
nickel finish or in buffed brass or chro- 
mium. Connection may be had cither top, 
bottom or either side. Dial is furnished 
with black or white background. The 
plain, tapered dial makes the 2-inch gage 
exceptionally casy to read. Ranges from 
0 to 15 pounds per square inch to 0 to 300 
pounds, as well as 0 to 30 inches mer- 
cury vacuum can be furnished.—The Fo-r- 


boro Company, Faxboro, Massachusetts. 
Mitt. Surriies, November, 1032 
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Pot Eye 
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\ROCK, a specially compounded rub- 

ber material, is now being used for the 
manufacture of ~ eyes which are said 
to be practically unbreakable. This mate- 
rial takes and retains a high polish. Pot 
eyes made of Parock are said to wear in- 
definitely and to resist oxidation. They 
are tan in color and are furnished in all 
sizes from 21% inches to 15 inches in diam- 
eter —Manhattan Rubber Manufacturing 
Division of Raybestos-Manhattan, Incor- 
porated, Passaic, New Jersey. Mitt Sure- 
PLIES, November, 1933 


Steam Trap 





DEAL for installation in all classes of 

hospital and kitchen equipment, this 
new inverted bucket type steam trap is 
especially designed to handle a large vol- 
ume of condensate. The trap is simple in 
construction and operation. Motive ele 
ment is an inverted seamless open bucket 
operating through a cast brass lever arm 
to open and close the swivel valve pin. 
The trap discharges intermittently. Be- 
tween cycles of operation the float is in 
the raised position and the valve pin is 
closed against the seat. As condensate 
rises in the trap body, the weight of the 
water forces the steam and air out through 
the vent in the top of the float, filling the 
float with water and causing it to drop. 
Body and cover are of cast iron. Bucket 
is of scamless copper and clevises and lev- 
ers are cast bronze. Pin, valve and seat 
are stainless stecl. Suitable for working 
pressures up to 125 pounds.—James P. 
Marsh Corporation, Chicago, Illinois 
Mitt Suppuirs, November, 1032 








NEW line of cold-forged thumb screws 
is made by an improved process. 
Thumb grips are nicely shaped and will 
take an excellent plated finish due to ab- 
sence of burrs and roughness. Knurling 
provides a firm finger grip. Screws are 
rolled-threaded to close limits. Made for 
stock in a complete range of sizes from 
#i-inch by %-inch to ¥%-inch by 3 inches. 
Packed in boxes of 100 with the exception 
of a few larger sizes. Plated finishes such 
as nickel, cadmium, chromium, copper, 
brass, blue oxidized, electro-galvanized or 
Parkerized can be furnished. Stock finish 
is plain steel.—Parker- Kalon Corporation, 
foou York, New York. Mutt Supp ies, 
Nove mber, 1933. 


Combination Steam Trap 


EF, OQUIPPED with internal thermostatic 
4 air bypass and internal strainer, a new 
float type trap is designed for use on all 
kinds of vacuum heating services and_all 
pressures up to 100 pounds. Made with spe- 
cial alloy valve and seat and nickel float, 
in sizes from % inch to 1% inches. De- 
signed so that cither thermostatic air by- 
pass and strainer may be omitted or sup- 
plied with outside air vent. Water gage 
may also be supplied if desired.—IVright- 
Austin Company, Detroit, Michigan. \{n1 
Supeties, November, 1933 


Improved V-Belts 
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At type of Goodyear V-belt is 
being uscd on the Worthington Multi- 
V-Drive. High power capacity, long flex- 
ing life, uniform cross-section and low 
stretch are the primary factors consid- 
ered in designing the new belt. A_ basic 
feature is a greater concentration, about 
the neutral axle of the helt, of the load- 
carrying capacity. The illustration shows 
the two variations of the new construction 
Numbers 0, 1 and 2 sizes have one endless 
cord in one plane, and Numbers 3 and 4 
sizes have two endless cords in two planes 
The belt is molded to shape, and is com- 
pletely enclosed in a_ fabric envelope 
which protects the working clements and 
provides a good contact surface for the 
v-grooved sheave. The fabric for the 
envelope is so cut that the threads run 
on the “hias”. This prevents the envelope 
from taking any part of the load, thus 
protecting it from rupture. The envelope 
is so placed that the cllges overlap. This 
produces a smooth, unbroken surface on 
the contact faces and climinates the pos- 
sibility of fraying—IVorthington Pump 
and Machinery Corporation, Tlarrison, 
New Jersev. Mitt Suprwies, November, 
1033 
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Forged from the same selected steels and finished in the 
same precision machines by skilled operators, these 


meter valves are duplicates in strength and quality of 
the big Vogt valves. 





Available in one-quarter, three-eighths and one-half 
inch sizes of carbon or stainless steel as desired. 


Bulletin with details and prices will be sent upon request. 


| HENRY VOGT MACHINE CO., Louisvitte, Kv. 






INCORPORATED 
| New York : 4 
I Chicago Manufacturers of Drop Forged Steel Valvea 
Cleveland and Fittings, Oil Refinery Equipment, Water 
Philadelphia 


Tube Boilers, Ice Making and Refrigerating 
Machinery, Heat Exchangers. 


Meter 
Valves 





Dallas | 








Manufacturers Tell Us »» 


Of personnel changes, new sales plans, new literature, changes in 
quarters, new distributors appointed, and other facts of interest 











Allis-Chalmers Announces Licens- 
ing Arrangement 

Allis-Chalmers Manufacturing 
Company, Milwaukee, announces that 
licenses under United States Letters 
Patent Number 1,662,511 relating to 
power transmitting mechanism, com- 
monly known as multiple V-belt 
drive, have been granted to the fol- 
lowing belt and sheave manufactur- 
ers: The American Pulley Com- 
pany, the Dayton Rubber Manufac- 
turing Company, R. & J. Dick Com- 
pany, Dodge Manufacturing Corpor- 
ation, L. H. Gilmer Company, Gold- 
en’s Foundry and Machine Co., The 
B. F. Goodrich Rubber Company, 
the Goodyear Tire and Rubber Com- 
pany, W. A. Jones Foundry and 
Machine Company, the Manhattan 
Rubber Manufacturing Division of 
Raybestos-Manhattan, the Medart 
Company, the Ohio Valley Pulley 
Works, Pyott Foundry and Machine 
Company, Rockwood Manufacturing 
Company, T. B. Wood’s Sons Com- 
pany, Worthington Pump and Ma- 
chinery Corporation. 

Engineering standards developed 
by Allis-Chalmers have been gener- 
ally accepted by these licensed sheave 
or belt manufacturers, thereby pro- 
viding for a fully standardized mul- 
tiple V-belt drive. The licensed belt 
manufacturers have established stand- 
ard sizes of V-belts for both cross- 
sections and lengths, which belts are 
readily identified by identical serial 
numbers. This simplifies ordering 
V-belt replacements for any licensed 
multiple V-belt drive. 

Definite minimum sheave diam- 
eters have been adopted for all cross- 
section sizes of V-belts, which fea- 
ture of design is highly important in 
assuring maximum belt life. 

Multiple V-belt drives and V-belts 
for replacements are available from 
many convenient sources of supply, 
also consigned stock points through- 
eut the country, assuring quick de- 
livery. 

The multiple V-belt drive was 
pioneered and developed by Allis- 
Chalmers Manufacturing Company 
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under the trade-name of “Texrope 
Drive.” Its early stages of develop- 
ment originated in the textile indus- 
tries where it was necessary to cor- 
rect the many difficulties experienced 
in connection with various forms of 
drives then used on textile machinery. 
The more important fields in which 
this drive is now widely used, include 
the textile industry where the many 
types of twisters, spinning frames, 
weaving frames and looms require 
power transmission equipment cap- 
able of taking care of the severe 
shock loads of the machines. This 
type of drive is especially adapted for 
use in textile mills on account of its 
ease of inspection, low maintenance 
cost, and freedom from dirt and oil. 

The drive proper consists simply 
of a driving and driven sheave, 
grooved for a multiplicity of belts 
of trapezodial cross-section. The 
power is transmitted by the wedging 
contact between the V-belts and the 
“V”" shaped grooves. This type of 
drive has the advantages of being 
silent, compact, positive, yet flexible, 
and requires no lubrication and little 
attention. The motor may be mount- 
ed in any position with the drive run- 
ning in either direction. Multiple 
V-belt drives are economical, highly 





How would you like to have this group of 
manufacturers descend on you? L. W. E. 
Taylor, United Superior Union Company; 
R. L. Harrison, United Superior Union 
Company; H. D. “Bub” North, Ferry Cap 
and Set Screw Company; Albert Kreh, 
Robbins and Myers, Incorporated; Robert 
B. Kite, Robbins and Myers, Incorporated; 
H. A. Hall, Ferry Cap and Set Screw Com- 
pany; and Harry J. Ferguson, Moline 
Malleable Iron Company. 


efficient, assuring smooth-starting, 
acceleration and running. Bearing 
pressures are unusually low for mul- 
tiple V-belt drives which have a high 
factor of safety for high overload 
capacity. 

The multiple V-belt drive has been 
accepted by all leading engineers 
throughout the world, and is now 
widely used throughout industry. 

The paper industry, like the textile 
industry, requires power transmis- 
sion which will safely transmit the 
heavy overload capacities. Beaters, 
calendars and jordans set up consid- 
erable vibration and shock which is 
greatly absorbed by the V-belts due 
to their flexibility. This feature is 
of interest in that the motor is 
greatly relieved of these destructive 
operating conditions. 

In modern buildings of today, 
practically all fans and blowers are 
driven by V-belts. Uninterrupted 
ventilation, also elimination of hum- 
ming and other obnoxious noises is 
very desirable for proper rest and 
comfort. Fan manufacturers have 
generally accepted the multiple V-belt 
drive on account of cleanliness, 
silence and continuity ef operation. 

Pumps and compressors driven by 
V-belts assure full capacity, strength 
and simplicity. This type of drive 
enables the engine or motor to be 
placed close to the unit, thus saving 
space. The fact that moisture does 
not affect either the sheaves or 
V-belts, means a saving in mainten- 
ance expense. 

Many manufacturers of machine 
tools have adopted this drive as part 
of their equipment. 

Closer tolerances may be main- 
tained on precision machinery on ac- 
count of the flexibility of the V-belts 
which absorb shock and vibration. 
The smooth performance of the mul- 
tiple V-belt drive assures perfect co- 
ordination of parts, thereby produc- 
ing perfectly finished work. 

These drives are widely used in 
the crushing and cement industry 
where a flexible drive is desirable. 
Absence of slippage, resiliency ; large 
ratio of reduction, permitting the use 
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of a higher speed and less costly 


motor, are important features in the 
GET YOUR SHARE OF THE application of this type of drive to 


the heavy duty crushing machinery. 
44 99 Other important fields in which 
TOLEDO a ae this drive is generally used, include 
5 ' oil fields, mining, flour mill, printing 

TRADE - i a] and woodworking industries. 


“TOLEDO” is offering a_ liberal 
trade-in allowance on old ““TOLEDO” 
tool bodies on the purchase of new 
“TOLEDO” Super Threader tool 


bodies. 








There is a ready market for this 
business. Many of your customers 
have old and worn “TOLEDOS” that 
they would trade in on these new 
Super Threaders. No bushings are 
required and old dies and handles 
can be used in same. 





Rear View of “Toledo” No. 1BR 
Write at once for bulletin and full oe Sree 
particulars. 





Left to right: G. H. Halpin, Minnesota Min- 


ing and Manufacturing Company; L. L. 
THE TOLEDO PIPE THREADING MACHINE co. | Nelms, Wessendorff-Nelms and Company, 
TOLEDO, OHIO New York Office, 72 LAFAYETTE ST. || | Houston, Texas; Neil Hurley, Jr., Indepen- 


dent Pneumatic Tool Company; R. H. 


Myers, Simonds Saw and Steel Company, 
“To DO” and Sam Gibb, Yale and Towne Manufac- 
TROL AP STORED 





turing Company. 











| American Association 
ev | Committees Appointed 


- ,| H. F. Seymour, president of the 
DESMOND SIMPLEX 


American Supply and Machinery 


Dressers andCutters WHAT MORE ‘Stee! Slide Vises | Manufacturers’ Association, has ap- 
- — = pointed the following committees for 
COULD YOU DESIRE? 


the coming year. Membership: D. 
Two Firmly Established Lines 


W. Northup, Henry G. Thompson 
| and Son Company, chairman; S. W. 
—Made by a Manufacturer Who Stands Shoulder to Shoulder 
with Distributors | 





























Gibb, Yale and Towne Manufactur- 
ing Company; W. H. Gaylord, Jr., 
We invite you to write us for complete information on your present-day | (Juigley Company; A. A. Murfey, 
sales and profit opportunities with Desmond Dressers and Cutters and Simplex | —_ eland File Company, and W. | 
: . | Cross, Victor Saw Works, Incorpor- 
Steel Slide Vises. We are prepared to help you penetrate the unusually pee 
promising markets for these two well known lines in a very constructive and | 


; ; ae Credit: C. O. Drayton, Graton and 
effective way. Act now while your opportunities are greatest. Knight Company, chairman; D. W. 


McAllen, SKF Industries, Incor- 
porated; R. A. Shaffer, Simonds Saw 
and Steel Company, and B. A. 
Keiley, R. and J. Dick Company. 

A chairman and members of the 
group by industry committee will be 
appointed soon. 








The Desmond Hex Dresser 





Made in 4 sizes Simplex Machinists’ Vise eo ee 
Nos. 0, 1, 2 and 5-H Swivel Base | . . 
Diamond Rubber Appoints 

For more than an pene a have syns gr A very popular number in our complete line | L fki: E d ‘ M 
the only complete line of dressers and cutters of Simplex Machinists’, Combination Pipe and ry - 
on the - + ao mates gpa —- Utility Vises. The steel slide feature makes u n oun an a 
ers’ needs, we can them perfectly. Sell a Simplex Vises stronger, more serviceable and b 
Desmond Dresser and Desmond Cutters with more salable. Your customers will quickly chine Company 
every grinding wheel. note their superiority. 


The Diamond Rubber Company 


athe D Company 
The DESMOND STEPHAN MFG. CO. | ti “Sastne “Company, Ls, 


Texas, as a distributor for its line 
| of mechanical rubber goods. 
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Executive Committee Appointed 
by Machinery and Allied 
Products Institute 

Appointment of an executive com- 
mittee of 13 members to direct the 
affairs of the rapidly growing Ma- 
chinery and Allied Products Institute, 
one of the largest industrial groups 
brought into being by the NRA, is 
announced by John W. O'Leary, its 
president. 


Included in the committee, which | 


will speak for companies and machin- 
ery trade associations representing a 


combined payroll of more than 180,000 | 


skilled workers, are such well known 
figures as George H. Houston, of 
Philadelphia, president of the Bald- 
win Locomotive Works; Harold C. 
Smith, of Chicago, president of the 
Illinois Tool Works; C. S. Wagner, 
of Milwaukee, president of the Na- 
tional Equipment Corporation; and 
A. M. Mattison, of Rockford, Illinois, 
president of the Mattison Machine 
Works. 

The other nine members of the 
M.A.P.I. executive committee, as 
announced by Mr. O’Leary, follow: 
I. N. Beeler, of the Ames Iron 


Works, Syracuse, New York; J. G. | 


Benedict, of the Landis Machine Com- 
pany of Waynesboro, Pennsylvania ; 
P. C. Brooks, vice president of Fair- 
banks, Morse and Company, of Chi- 
cago; W. C. Dickerman, president of 
the American Locomotive Company, 
of New York; Robert E. Friend, pres- 
ident of the Nordberg Manufacturing 
Company, of Milwaukee; Russell C. 


Jones, vice-president of Griscom-Rus- | 


sell and Company, of New York; 
D. C. Keefe, executive vice-president 
of the Ingersoll-Rand Company, of 
New York; C. E. Searle, executive 
vice-president of the Worthington 
Pump and Machinery Corporation, of 
Harrison, New Jersey ; and George P. 
Torrence, president of the Link-Belt 
Company, of Chicago. 


* * x 


David Findlay Elected Vice-Pres. | 


of The L. S. Starrett Company 


Following the annual meeting of | 


the stockholders of The L. S. Starrett 
Company, Athol, Massachusetts, Sep- 


tember 20, 1933, the directors elected | 
David Findlay, vice-president. Mr. | 


l‘indlay has been general sales man- 
ager for many years and will con- 
tinue to serve in that capacity in ad- 
dition to assuming the duties of vice- 
president. 










ARMSTRONG 


Hob-Cut 
"Knurls 


» 





Now HOB-CUT Knurls 


Knurling can be no cleaner than the knurls, no better than the tool 
that holds them for any dullness of the knurls or give in the knurl- 
ing tool is certain to be reproduced on the work. Knurling is wearing 
on lathes, when knurls are dull, is harder on bearings than most 
operations—that is, it was until hob-cut knurls were developed. 
They have sharp, penetrating 
edges that press out deep, per- 
fectly formed prisms with clean- 
cut edges and sharp corners, and 
press them with less pressure, 
less strain on machines. 





ARMSTRONG Knurling Tool 


Every machinist and tool maker 
will appreciate the significance of 
hob-cut knurls, and with knurling 
increasing steadily in volume, 
these improved knurls are cer- 
tain to enjoy a large sale; They 
come in “Fine,” **Medium” and 
“Coarse.” They have just been 
announced to tool buyers through 
advertising. Better place your 
stock order today. 






ARMSTRONG 
Revolving Head Knurling Tool 


ARMSTRONG 


TOOLS from your 

Supply House “ 

4S 
+, 


Check Your Stock 
Check, too, your stock of ARMSTRONG 


Knurling Tools. They are used in prac- 
tically every shop and toolroom. They 
are preferred because of their strength 
and handiness—because they stand up 
under terrific thrust and side strain, be- 
cause they are self-centering and knurls 
are easily changeable. Send for Catalog 
today. 








WE DO OUR ParT 


ARMSTRONG 


Tool Holders 
Lathe Dogs 
“C” Clamps 
High Speed Steel Bits 
Armide Cutters 
Drop Forged Wrenches 
Ratchet Drills 
Machine Shop Specialties 


ARMSTAANG BROS. 


Dies and Stocks 
Pipe Cutters and Wheels 
Pipe Vises 
Pipe Wrenches and Tongs 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People”’ 
305 N. Francisco Ave., CHICAGO, U. S. A. 
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MANY 
A DISTRIBUTOR 
CAN PAT HIMSELF 








ON THE BACK 


for sticking to those 
steady Trimo profits 


Loox over the actual figures on | 
your pipe wrench business and | 
you'll see why so many Trimo dis- | 
tributors are patting themselves on 
the back for sticking to their pro- 
fits and making pipe wrenches pay | 
their way. 


In good times or bad, you can make | 
money by selling reliable, trade- | 
marked tools — tools like Trimo, | 
that maintain their unquestioned | 
quality leadership and continue to | 
sell on a quality basis. There’s the | 
quality in every Trimo wrench to | 
give extra value to your customer | 
and still allow a fair profit for you. 





Stick to Trimo....it has meant 
good business for nearly 50 years. 


TRIMO 


TRIMO 


Pipe Wrench 








Made by Trimont Mfg. Co., Inc. | 
Roxbury (Boston), Mass. 





Lee Berthold Joins 
Johnson Bronze 
P. J. Flaherty, president of the 
Johnson Bronze Company, New Cas- 
tle, Pennsylvania, has announced the 
appointment of Lee Berthold as sales 


promotion and advertising manager | 


of that company. 





Lee Berthold 


Mr. Berthold was formerly general 
sales manager of the Louden Ma- 


| chinery Company, where he directed 


the design and marketing of their in- 
dustrial monorail equipment. 

The Johnson Bronze Company 
manufactures a complete assortment 


| of sizes of bearings, bushings, cored 
| bars, solid, round and hexagon bars. 


Under Mr. Berthold’s direction, 
aggressive advertising has been 


started to broaden the diversified ap- 


| plication of Johnson Bronze products | 


throughout industry. 


* * * 


Proposed Fire-Extinguishing 
Appliance Code 

Among the provisions of Article 
VII—Unfair Trade Practices—code 
of fair competition for the Fire Ex- 
tinguishing Appliance Manufacturing 
Industry, is one which prohibits con- 
signment of goods to trade buyers 


other than “distributors” and another | 


which makes it unfair practice to con- 
tinue to supply any trade factor 
whose practices are duly proved to 
be destructive of the market, at prices 
which enable him to continue destruc- 
tive marketing. 

The “primary market” for this in- 
dustry is detined as that in which the 
“distributor” or “jobber” purchases 


| from the manufacturer. 














THE POWER KING 







—an outstanding new 
development for han- 
dling the heaviest loads 





YOU CAN EXPECT 


| Manufacturing Progress 
| and 

| Manufacturer 
| Cooperation 


to help you sell 
Advance Car Mover Products 


| including 


The POWER KING 


(new) for the heaviest loads 


The POWER BOY 


(new) for average loads 


‘The BADGER and the 
| NEW BADGER 


strongly established everywhere 


The ADVANCE 
Safety Car Wrench 





| —a Real Policy / 


| There's nothing half-hearted 
about our distributor relations. 
We'll go all the way with you to 
help you make your car mover 
business really profitable under 
N.I.R.A. Write for complete in- 
formation. 


ADVANCE CAR MOVER CO. 
APPLETON, WIS. 


Canadian Advance Car Mover Co. 
Welland, Ontario, Canada 










THE POWER BOY 


—for average loads, 
another new product 
created to do a better 


= "4 
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Fabricated Metal Products Code 
Has Public Hearing 

The public hearing on the basic 
code of the Fabricated Metal Prod- 
ucts Federation was held in the main 
auditorium of the Department of 
Commerce Building, Washington, on 
Thursday, October 5, before Deputy 
Administrator H. O. King. 

This code, at the time of the hear- 
ing, represented 110 trade associa- 
tions, which included over 2,600 
members. In addition, it also repre- 
sented 565 individual manufacturers. 
A total of approximately 250,000 
employers in all is represented. 

The basic code was rewritten on 
October 7, after many conferences 
for re-filing on October 9, taking into 
consideration the suggestions of all 
concerned. 

It was revised on October 14 by 
the executive committee and pre- 
sented to Deputy Administrator King 
in final form. 

This basic code was the subject of 
much interest at the Mill Supply 
Convention in Washington and at 
the meeting of the American Hard- 
ware Manufacturers Association in 
Chicago on October 17. 

Officers of the Federation are: 
H. D. North, president; W. M. 
Goss, vice-president, and H. S. Kim- 
ball, secretary-treasurer and manag- 
ing director. 

* * O* 


Proposed Rubber Code Limits 
Missionary Sales Help 

The proposed code of fair compe- 
tition for the mechanical rubber 
goods division of the rubber manu- 
facturing industry specifies that no 
member of the division shall permit 
or extend exclusive missionary sales 
help to any one distributor of its 
product for a period in excess of 90 
days in any one year. 

A section regarding resale price 
control reads, ‘Resale Price Control 
Contracts may be entered into be- 
tween members of the Division and/ 
or manufacturers’ branch stores and / 
or any or all other wholesale and/or 
retail distributors of the products of 
the Division on such conditions as 
may be prescribed from time to time 
by the President, agreement to com- 
ply with which shall be evidenced by 
becoming a party to any such Resale 
Price Control Contract. Such Resale 
Price Control Contracts shall include 
prohibition against unfair trade prac- 
tices as listed in Article V.” 























“UNBRAKO”’ 
“HALLOWELL” 
“PIONEER” 


UNBRAKO 









ee 
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an 
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Fig. 711 
Fig. 232 Fig. 220 “Unbrako” Fig. 723 
“Unbrako” “Unbrako” Socket Head “Unbrako” 
Hollow Set Socket Head Stripper Hollow Pipe 
Screw Cap Screw Bolt Plug 


Pat'd and Pat’s Pending 


Fig. 732 ‘‘Hallowell” Steel Work Bench 





Fig. 1249 
“Hallowell” Steel 


Fig. 1267 
“Hallowell” Steel 


Fig. 300 
Stool, Wood Seat Revolving Stool “Pioneer” Steel 
Adjustable Hinged Wood Seat—Foot Shaft Hanger— 
Back Rest the ORIGINAL 


The four lines illustrated are all quality products, and jobbers 
interested in selling items of individuality and-merit should in- 
vestigate our proposition. 


Each line is very complete, and is attractively illustrated in bul- 
letins which we will gladly furnish upon request. 





STANDARD PRESSED STEEL CO. 








BRANCHES BRANCHES 
sosTon JENKINTOWN, PENNA. NEW YORK 
DETROIT BOX 519 8sT.Lovuis 
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Adaptability, 
plus 
Simplicity, ~~ 
Dependability, Re al ! 
and aaa” nF 
Low Cost (1 - Za 
ry a . 





Buyers’ 
Prefer 


CURTIS 
HOISTS 





O MATTER what the condition—if it’s a hoist 
job—the chances are a Curtis will solve your  jytustrating 
problem. As a matter of fact, the worse the condition | Air Powered Crane 


2 Portable Hoist 
3 Stationary Pendant Hoist 
4 Movable Pendant Hoist 


the better Curtis Air Hoists show up. They are so 
simple in construction—so “fool-proof” in operation— 
so impervious to corrosive and abrasive elements—that 
they do jobs other hoists can’t touch, yet they cost 
only 1/5 the price of ordinary power hoists, or little 
more than a chain block. If you have a hoist job you 
want done, investigate Curtis Air Hoists before you buy. 


CURTI 


Curtis Pneumatic Machinery 
Company, 1928 Kienlen Ave., 
St. Louis, Mo., 5518 V Hudson 
Terminal, New York City 


COMPRESSORS-—AIR HOISTS 
1-BEAM CRANES and TROLLEYS 





WE DO OUR PaRT 


= 
Investigate Your Immediate Opportunities 


wih IMPERIAL COUPLINGS 











} 
—a modern brass fitting service, com- 
i plete for gas, air and oil lines, 
| AN 
ANNOUNCEMENT! 
| We promise complete co- 


operation with distributors, 
to help them increase sales 


featuring | 
Built in Extra Strength. 
Careful Machining and Finishing. 
Elimination of Loose Burrs. 


oe a oe Ask for complete catalog and the Imperial ] 


Fitting Chart—a great aid to distributors. I | 
Let us point out the extensive markets for 
this outstanding line. 


—on 

Imperial Paint Spray Equip- 

ment 

Imperial Welding and Cut- 

ting Equipment 
Imperial Couplings 
Sette Faucets 

HH —and our other 


HT equally famous lines. IMPER AL BRASS 
i MANUFACTURING CO. 


511 S. Recine Avenue 


_ 











—DISTRIBUTORS -——————_ 











R. S. Wharton, sales manager, Quaker City 
Rubber Company, and R. J. Arehart of the 
Coffing Hoist Company. 


Charles Piez of Link-Belt Dead 

Charles Piez, who, with Charles M. 
Schwab, directed the wartime work 
of the Emergency Fleet Corporation, 
died October 2, at the Garfield Hos- 
pital, Washington, D. C. Mr. Piez 
was chairman of the board of Link- 
Belt Company, Chicago. His last 
appearance in official circles was as 
a dinner guest of the President at the 
White House recently. 

Mr. Piez was a past president of 
the American Society of Mechanical 
Engineers. He served twice as pres- 
ident of the Illinois Manufacturers’ 
Association. The deceased was 67 
years old. While pneumonia was the 
direct cause of his death, his health 
had been failing for the past five 
years, and since February, 1932, he 
had been wholly inactive in business. 
Last May Mr. Piez moved from Chi- 
cago to Washington, where he made 
his home at the Shoreham Hotel. 

Largely as a result of his fame as 
an organizer and manager of indus- 
try, Mr. Piez was selected by Edward 
N. Hurley, then chairman of the 
U. S. Shipping Board, in November, 
1917, to be vice-president and gen- 
eral manager of the Emergency Fleet 
Corporation, to carry out the nation’s 
shipbuilding program. As the chief 
executive of this mammoth en- 
terprise, and later succeeding Mr. 
Schwab as director general, Mr. Piez 
advised upon and directed the ex- 
penditure of $3,000,000,000. He 
had control over 600,000 persons em- 
ployed in the shipyards and _fabri- 
cating plants and in industries fur- 


|| | nishing supplies to the yards. 


Mr. Piez resigned on May 1, 1919, 
as director general, to return to his 
former business. He continued as 


UMI 
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president of the Link-Belt Company | 


until 1924, when he became chairman 
of the board, and remained as chief 
executive until February, 1932. 


* * * 


D. W. Northup Becomes Active | 


Head of I. Newman and Sons 

D. W. Northup, president of 
Henry G. Thompson and Son Com- 
pany, New Haven, Connecticut man- 
ufacturer of hack saw and band saw 


blades, has been elected president of | 


I. Newman and Sons Company. 
The plant and main office of the 

latter concern are located in New 

Haven. Branch offices are maintained 


in New York, Chicago, Boston, Lon- | 


don and Paris. It is one of the larg- 
est manufacturers of corsets in this 
country. 


These new duties will not interfere | 


in any way with Mr. Northup’s ac- 
tivities as head of the Thompson 
Company. 

ok * * 


W. E. Cross Successful 
as General of NRA 


William E. Cross, vice-president, | 


Victor Saw Works, Incorporated, 
Middletown, New York, who recently 
was appointed general of the NRA 
committee for that community, re- 
ports unusual success, 300 men having 
been reemployed and payrolls in- 
creased between $7,000 and $10,000 
per week. 
*x* * * 


Cast Bronze Bushing Institute 
Organized 


For the purpose of effecting a per- | 


manent organization and the adop- 
tion of a code in conformance with 
the National Industrial Recovery Act, 
the Cast Bronze Bushing Institute 
elected P. J. Flaherty, president of 
Johnson Bronze Company, New 
Castle, Pennsylvania, president and 
chairman of the executive committee. 
Serving with Mr. Flaherty on the 


executive committee are F. I. Boles, | 
general manager, Kenrick Manufac- | 
turing Company, Detroit, Michigan, | 


vice-chairman; K. D. McDonald, 
president, Buckeye Brass Manufac- 
turing Company, Cleveland, Ohio, 
treasurer. Officers and executive 
committee will serve for a period of 
one year. 

The Cast Bronze Bushing Insti- 
tute covers upwards of 200 manufac- 
turers engaged in the manufacture 
and sale of bronze products. 





UNEQUALIE 
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“MOLY” HACKS SAWS 


@ 199 











72 


MILL SUPPLIES 





INDUSTRIAL RECOVERY 


demands up-to-date equipment 


CHISHO 


Obsolete methods and worn-out equipment must be 
replaced now. Every plant must modernize to reduce 
costs to competitive levels and insure reasonable profit. 


‘ion AL-LITE SAFETY HOIST is more 
than up-to-date —it’s years ahead. It is 
the WORLD’S FIRST ALCOA ALUMINUM 
ALLOY HOIST. 


The SAFETY OVERLOAD GOVERNOR 


guards against accidents and prevents de- 
lays in the production line. 


33% LIGHTER IN WEIGHT. It can be 
quickly and easily moved from one job to 
another by one man. Saves time for the 
maintenance crew on a breakdown. 


HIGH EFFICIENCY means more speed in 
handling materials and less fatigue to the 
workmen. 

EVERY PLANT IS A PROSPECT — SELL 
MODERNIZATION. 


Chisholm-Moore Hoist ee 7 Sonne. be 
\innon Chain Corp. 


(Division of Columbus-Mc 











CHAIN HOISTS 
TROLLEYS 





























You can do more work and better work with less effort when you 
let these powerful tools multiply man power. Cut a 34” bolt or 
















angle. 


Ask 





& 
a Oo 






a 5” rod; split a "frozen" nut; go 
through a 54” cable or a piece of |!/, 
x 9/32” strap or flat stock. Any one 
of these operations in thirty seconds 
or less with a Porter portable two-hand 
cutting tool. 
kit. Giant size for big jobs. 
jaws cutting at side, at end, or at an 


Small size to fit a tool 
Special 


any good Hardware 
Jobber or write directly to us 
for circular and price list. 








INC. £VERE7T7. MASS. 























Republic Rubber Appoints 
Two Salesmen 

The Republic Rubber Company, 
Youngstown, Ohio, has announced the 
appointment of two new sales repre- 
sentatives. 

Carl P. Nolte, will cover the south- 
eastern states, making his headquar- 
ters in Jacksonville, Florida. Mr. 
Nolte, over a period of years, has 
gained an extensive acquaintance in 
this territory. 

C. W. Stanton will cover Utah, 
Wyoming and Colorado, making his 
headquarters in Denver, where he has 
been widely known. 


* * * 
Pump Code Provides 


for Resale Enforcement 
The code of fair competition for 


| the pump manufacturing industry, 


which was approved by President 
Roosevelt on October 11, provides 
for resale enforcement in the follow- 
ing manner: “No employer shall co- 
operate in the violation of this code 
by selling to or through any distribu- 
tor who does not agree to resell only 
in accordance with the provisions of 
the code. This Article shall be in 
effect until the approval by the Presi- 
dent of a code for such distributor.” 

In general, the article on price lists 
provides for the filing of list prices 
and discounts with the supervisory 
agency and the prohibiting of sales 
below those prices. 


* *K * 


Changes in Steel and Tubes 
Personnel 

The following personnel changes 
have been effected by Steel and 
Tubes, Incorporated, Cleveland, 
Ohio: A. V. Graves transferred from 
the Cleveland office to the Chicago 
office in the sales department; R. E. 
Doyle made sales correspondent in 
the Cleveland office; J. F. Keeler 
made sales engineer with headquar- 
ters at the Cleveland office. 


* * * 


Industrial Adviser 
The industrial advisory board of 
the NRA on October 27 announced 
the appointment of R. S. Hill as in- 
dustrial adviser for the Bolt, Nut and 
Rivet Industry. Mr. Hill is asso- 
ciated with the Republic Steel Cor- 

poration of Cleveland, Ohio. 
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Henry W. Blackman, The Stanley Electric 
Tool Company; T. W. Lewis, Lewis Supply | 


Company of Memphis and Helena, Arkan- 

sas; L. M. Knouse, The Stanley Electric Tool 

Company; and H. L. Coats, Flexible Steel 
Lacing Company. 


Two New Goodrich Distributors 
The Corbin Supply Company, Ma- 
con, Georgia, and the Hayes Equip- 
ment Company of Wichita, Kansas, 
are now distributing the Goodrich 
line of mechanical rubber goods. 


Improved Coated Abrasives 
Improved coated abrasives, made 
by a newly discovered electrocoating 


process are now available for use in | 


factory production and maintenance. 


They are said to save time, reduce | 


costs, and have an average increased 
efficiency of 30 to 40 per cent accord- 
ing to the leading manufacturers. 

The invention responsible for this 
gain is electrical in nature. In place 
of gravity feed, a conveyor belt in- 
troduces the prepared abrasive par- 
ticles to an electrostatic field of high 
tension. The force stands each par- 
ticle upright and spaces it evenly with 
its neighbors. Then the driving en- 
ergy imbeds it in adhesive backing. 
This process manufactures abrasives 
whose coating is uniform. All par- 
ticles rise vertically and present their 
maximum number of sharp cutting 
edges point up. 

Electrocoated abrasives are to be 


manufactured to suit every need of | 


the factory. Their forms will include 
discs, rolls, sheets, and belts, of 
paper, cloth, or combination, coated 
with aluminum oxide, garnet, or sili- 
con carbide particles in all the stand- 
ard grit numbers. 

Manufacturers 


include Armour 


and Company, Behr-Manning Cor- | 


poration, the Carborundum Company 
and Minnesota Mining and Manufac- 
turing Company. 





MILWAUKEE curved back, 
Solid Block Wire Brush 














pce DISTRIBUTORS: 
you can Sell 


| The Right Brush for Each Industrial 


“Di-Bilt” 
Wire Wheel 
Brush 





— Application when you handle— 


MILWAUKEE 


Industrial Brushes 


| THis company's manufacturing activities are exclusively directed 
|" to the production of brushes for industrial users. 
| This one-line manufacturing policy insures in- 
_ dustrial brushes that are built to do their jobs 
perfectly, no matter what these jobs may be. 

It provides you with a well-rounded line of 
stock items that will establish your company as 
a real source of supply on industrial brushes. 
You can gain this reputation the Milwaukee Way 
without heavy stock investment. 





“Monobilt” Wire 
Wheel Brush with 
Interchangeable 
Centers 


You will like our profit mar- 























gin and our distributor terms 
generally. One of the many fine MILWAUKEE 
Write today for complete i eee 
information. 
REMEMBER F Ry ah, a 
MILWAUKEE NOW IS THE TIME TO SELL 
| vasee [BRUSHES mans BRUSHES 
MEANS 
BRUSH EXCELLENCE BRUSHES @® BROOMS 
BRISTLE @ FIBRE @ WIRE 











HAND and POWER 
SPECIAL BRUSHES MADE TO ORDER 


THE MILWAUKEE BRUSH MANUFACTURING Co. 


2212-2236 North 30th Street 


MILWAUKEE, WIS. 


QUALITY INDUSTRIAL BRUSHES AND BROOMS FOR ALL PRODUCTION AND 


MAINTENANCE REQUIREMENTS 
RS SRR HE SE TL a a LE TS TEE. 
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The RITAID bites onto 


e 
- a pipe like a hungry wolf 
— —an instant tight grip 
that will not slip. No 
fussing around to make it 
take hold. 




















Here’s your 
protection 


The re- ane — 
meee Sie sanire 
RikaIib 

jaws are the |R. 


result of long 
experience and 
study. Hook jaw, 
with accurate pipe 
scale, is full-floating. 
Heel jawisreplaceable. 
They’re so nicely bal- 
anced that they always 
give you instant grip and 
let-go—you can’t lock ’em on 
a pipe. And the adjusting nut 
fairly spins in its wide open \ 
housing. It will pay you to sell 
RIGAID satisfaction—in wrenches, 
cutters, threaders and vises. 


THE RIDGE TOOL CO., Elyria, Ohio 


Rikzaib 


PIPE TOOLS 
SHERMAN 


AIR NOZZLE 


Operating Convenience 
Maximum Utility 
Air Economy 


















-at a 
Reasonable 
Price! 


M2 of high grade bronze with compact 
design and rugged construction. No 
complicated parts to get out of order. 


Valve fitted with specially compounded 
disc, held to seat by both spring and air 
pressure, assuring tight joint without grinding. 
Discs give long service and are easily and 
quickly renewed. Convenient design, consist- 
ing of angle type with handy bronze handle, 
makes nozzle convenient to operate. 


Va in, 1.P. Thread — Packed in cartons of 
six — Weight approximately 9 oz. each. 


Distributors, Act Now! 


Here is a big sales maker. Prospective buyers 
everywhere. Good profits. Write for details. 


H. B. SHERMAN MFG. CO. 
22 Barney St., 





Falk Representative Moved 

The Falk Corporation, Milwaukee, | 
| Wisconsin, manufacturer of trans- 
mission machinery, announces the! 
appointment of T. F. Scannell, who! 
has been their St. Louis representa- | 
|tive for several years, to the Dallas, | 
| Texas, territory. | 


} 
| 


| Mr. Scannell will have charge of | 
| oil field sales in Texas and Oklahoma. 
|His office will be located at 1410 
| Magnolia Building. 


The St. Louis territory has been | 
taken over by Fitch S. Bosworth, | 
5475 Cabanne Avenue, who will rep-| 
resent the Falk Corporation on their | 
entire line of products. 
* * * 





Medart Engineering Journal 


The Medart Company, St. Louis, 
| Missouri, has just issued a loose-leaf | 
booklet called ‘“Medart-Timken En- 
gineering Journal” which covers com- 
plete information on the four series 
}of Medart-Timken units. It is de- 
signed primarily for use by equip- 
ment manufacturers who are inter- 
| ested in pillow blocks, flanged mount- 
| ings and unit mountings of an anti- | 
friction bearing nature. | 

1K Kk * 





Tube Turns Issues 


A New Price Bulletin 


Tube-Turns, Incorporated, Louis- | 
ville, Kentucky, has recently issued 
Price List Bulletin Number 404, con- 
‘taining descriptive information on 
Tube Turns and welding flanges and 
tees. Considerable dimensional and 
| engineering data has been added, thus 
increasing the book’s usefulness as a 
| ready reference and engineering hand- | 
| book. | 


| Cleveland File Appoints 
Five Distributors 


A. A. Murfey, general sales man- | 
ager of the Cleveland File Company, 
has announced the appointment of 
five new distributors: Alden Sup- 
ply Company, Philadelphia; Appel, 
Glenfield and Rowe, Incorporated, 
| Newark; Stacy Supply Company, | 
| Springfield, Massachusetts, Brier- | 
'ly-Lombard Company, Worcester, | 
| Massachusetts and Butts and Ordway | 
| Company, Boston, Massachusetts. 
| The above firms will carry a com- 





plete stock of Super-Duty and Blue 


Star files. 








| tive distributor terms at 
| your earliest opportunity. 

















You Can Sell 


100% 
ECONOMY 


with MARVEL 


HIGH-SPEED-EDGE 
HACK SAW BLADES AND HOLE SAWS 


and that counts very 
definitely — in this new 
era of careful buying. 
Both Marvel Hack Saw 
Blades and Hole Saws 
have cutting edges of 
genuine high-speed steel, 
welded to bodies of tough 
special alloy steel. They 
are fast, sure, unbreak- 
able. 


Investigate our attrac- 





= 


ARMSTRONG-BLUM MFG. CO. 
“The Hack Saw People” 
353 N. Francisco Ave. CHICAGO, U. S. A. 

















FLEXIBLE SHAFTS 
AND 
EQUIPMENTS 
RE Tae, MACHINES 

HORIZON. 
TAL AND 
VERTICAL 
TYPES 
% TO2HP. 
FOR 
GRINDING 
POLISHING 
SANDING 
DRILLING 
LATHE 
GRINDING 
FILLER 
RUBBING 
SCREW 
DRIVING 
NUT 
SETTING 
AND MANY OTHER OPERATIONS 


a 





Start the New Era of Business right by 


offering your Trade Quality Machines. 


Our new Catalog is ready 
Send for copy 


N. A. STRAND & CO. 
5001 N. LINCOLN ST., - CHICAGO 


wt be oe er 
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Dan Northup and Bill Cross, of Henry G. 
Thompson and Sons Company and Victor 
Saw Works respectively, friendly enemies 


in the hack saw field. 





Wolf’s Head Oil Distributed 
by Hibbard 

Woltf’s Head Motor Oil, Manufac- 
tured by the Wolverine-Empire Re- 
fining Company, New York City, is 
being distributed exclusively in the 
Chicago territory by Hibbard, Spen- 
cer Bartlett and Company. 





Reichle Supply Company | 


SAGINAW, MICHIGAN 
1215 South Jefferson, Corner Atwater 


Phone 2-3161 


Call us at any time in case 


of emergency 
E. L. REICHLE 





1239 No. Mich. Ave., 2-8765 
C. J. SHEA 


W. A. LEESCH 


FRANK McKINLEY 
812 N. Van Buren, Bay City, Phone 3126 
J. S. GERHART 


VICTOR MALZAHN 
702 Congress Ave., 2-3349 
HENRY W. GRAEBNER 
4012 Court St., 8337 


715 Atwater St., 7841 


333 Owen St., 2-5681 


LOUIS H. KOCH 


1125 Lapeer Ave., 2-7526 


255 No. Jackson St., 3153-M | 


ABNER C. SAGER 
320 Linton St., 2-6794 
RUSSELL J. WEISS 
917 No. Oakley St., 3-1973 


WHOLESALE ONLY 





Plumbing Heating 
ALSO 
Pipe Fittings Factory Supplies 


Our Pipe Shop Is Equipped 
with 


LANDIS PIPE MACHINES 


threading all sizes up to 
and including 12 in. pipe 
(over) 
Card distributed by the Reichle Supply 
Company, Saginaw, Michigan, to all of its 
customers, bearing the names and emer- 
gency telephone numbers of all of its sales- 
men. The reverse side lists all of the 
important lines carried in stock. 


A SET SCREW 
that STAYS SET 


even under 


VIBRATION! 





ANY of your customers face the problem of 

keeping set screws tight under vibration. They 
need BRISTO Set Screws, and you can sell them by a 
simple demonstration of the way a BRISTO can be seated 
deeper .. . locked tighter ... to stay set. Anyone can 
see why extra force in setting up a BRISTO can’t harm 
the socket. A unique design removes strain from the 


sides of the socket . . . prevents the rounding out and 
splitting that leaves ordinary screws jammed in the 
holes. 


These Screws speed up work, too. The wrench finds 
its own way into the fluted socket . . . without slipping 
and fumbling. Neater appearance, longer wear, pro- 
tection against unauthorized tampering, are other 
BRISTO advantages. And they are provided by BRISsTO 
Cap Screws as well as brisro Set Screws, both made 
in a wide range of sizes, several under 14 inch. 

It’s easier to sell these modern BRIsto Screws 
especially since they Cost NO MORE. Let us provide the 
facts and free samples. Also write for samples of the 
superior BRISTOL Steel Belt Lacing. 


THE BRISTOL COMPANY,WATERBURY,CONN. 
Branch Offices: Akron, Birmingham, Boston, Chicago, Denver, Detroit, 
Los Angeles, New York, Philadelphia, Pittsburgh, 

St. Louts, San Francisco 


You Can Give a BRISTO the Force Needed for a Tight 
Set... Without Damaging It. 





Compare BRISTO direct turning pressure 
—with sidewall pressure of other designs 


/ 











Try BRISTO SCREWS ... Write for FREE Samples 


TRADE MARK 


BRISTO 


REG. U.S. PAT. OFF. 


Htollow Safety Socket Head 


SET SCREWS CAP SCREWS 
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Lamp Guards 
that meet every requirement 
Here are three McGILL Guards that set the 
pace in their particular classifications. The 
No. 7000-MSR for all-around usefulness is 
hard to beat. .. The No. 3001 Safety Vapor- 
proof unit is ideal wherever gas or inflammable 
materials are used. 


The LOXON lamp guard at 


the lower left issaving thou- 
Loxon 


sands of dollars in factories 
throughout the country. 
MCGILL 

ER ea G CO. 


Why not check up on guard 
Electrical Specialties of Quality | 19006 


lj requirements in your field 
VALPARAISO 











and see the profits you can 
make with the McGILL 
line? Write for catalog. 




















_ elNDIANA 
No. ooo 








ROBBINS & MYERS 


INC., HOIST DIVISION 


SPRINGFIELD, OHIO 





Prepare for your share 
of the coming business. 


Electric and Chain 
Hoists of every kind for 
every need. 

Trolley Cranes. 


Sold thru 
Mill Supply Houses 
everywhere 














You would hardly believe they are com- 
petitors, would you? W. L. Reincke, Ad- 
vance Car Mover Company and Allen J. 
| Hoffman, Appleton Car Mover Company, 
| give visible proof that the NRA has been 
worthwhile in more ways than one. 





Manufacturer’s Representative 
Seeking Lines 

A manufacturer’s representative 
| now contacting mill supply and hard- 
ware distributors in Philadelphia, 
eastern Pennsylvania and southern 
New Jersey, is seeking an additional 
line or two to sell to this trade. Ad- 
dress inquiries to Editor, M1Lt Sup- 
PLIES. 

* * * 





The Distributor’s Responsibilities 
Under NIRA 
(Continued from page 8) 
avalanche of business that must come 
as industry recognizes its changed 
manufacturing problems you must be 
equipped to sell creatively. 

You must be the advance guard of 
this drive to show industry its needs 
under the new conditions. You have 
the close knowledge of local condi- 
tions, you have a technical acquaint- 
ance with manufacturing and proc- 
essing operations and you are or 
should be familiar with the oppor- 
tunities for modern equipment in the 
plants in your territory. 

There is little need for me to detail 
the sales opportunities that exist for 
example due to the extensive neglect 
of equipment during the past few 
years; or the businss available if just 
the idle machines that have been 
robbed of spare parts were brought 
| back to operating condition. Add to 
| that the business you can stimulate 
| through a study of existing obsoles- 
| cence in the plants of the country 
| and you will have a quick picture of 

the size of your sales opportunity. 











To the extent that you as distribu- | 





















Sell Our 10,000 
Size at $180.00 


F.0.B, Columbus 


JAEGER “SURE PRIME” 
PUMPS SELL FASTER .. 


9” 3” 4’ 6” SIZES 
Beat erg St pe make money with 
‘astest selling line of compact, 


portable, sure priming centrifugals. Amaz- 
ingly low prices. Write us. 


THE JAEGER MACHINE CO. 


501 Dublin Avenue, Columbus, Ohio 











y\ See of 


CO-OPERATION 





We are pleased 
with the spirit of 
good will demon- 
strated by dis- 
tributors in con- 
nection with the 
industry code. 


We agree that 
success and prof- 
its depend in 
large measure on 
the cooperation 
of manufacturers 
—in furnishing 
distributors with 
products of qual- 
ity and aiding 
them construc- 
tively in selling 
these products. 
We pledge such 
cooperation. 


CAPITAL 
“RED CAP”’ 
Brushes and Brooms 





You are urged to write for the reasons 
why CAPITAL representation will 
appeal to you. 


INDIANAPOLIS 
BRUSH AND BROOM MFG. CO. 
ESTABLISHED 1890 


126 Brush St. Indianapolis, Ind. 
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A Signal product with a_back- 
ground of more than 40 years as 
successful producers of small mo- 
tors ... this is a high grade inter- 
mittent service, light duty, portable 
electric drill that finds a ready 
market in plants, repair shops or 
as an “over-the-counter” item .. . 
14 inch size, with a powerful Sig- 
nal Universal motor for D. C. or 
A. C. 110 volts ... weighs 6 
pounds, drill body and handle are 
cast aluminum; gears are special 
heat-treated alloy that operate in a 
grease-tight chamber . . . equipped 
with a make-and-break switch, a 
three jaw chuck, and is furnished 
with 8 feet of heavy duty rubber- 
covered cord with rubber plug and 
key. 


Let us send you complete informa- 
tion, prices and discounts. 


Signal Electric Mfg. Co. 


Menominee, Michigan 
Founded 1892 








tors recognize the changed condi- 
tions under which your selling must 
go forward and create sales to that 
extent will you be recognized as a 
factor in distribution during the next 
few years. 


N.R.A. the biggest handicap to busi- 
ness namely, “Profitless Selling” is 
out of the window, never I hope to 
return. All of the ingenuity, which 
has brought about our present civil- 
ization, of laboratory, design room 
and invention will have free play to 
supply the new wants and new needs 
of the great masses of new purchas- 
ing power being created. 

That you will recognize your new 
responsibilities I have no doubt. In 
doing so you will not only bring pros- 
perity to yourself, but you will 
spread it throughout the great range 
of industries represented by your 
manufacturers. 

* 


* Ox 
| How M.P.E.A. Is Aiding 





Distributors 

(Continued from page 25) 

| ciation, and explains in detail the latest 
developments in marketing opportuni- 
| ties and problems in industry. 

| The efforts of the M.P.E.A. are 
| bearing fruit as is evidenced in the 
following experience. A mill supply 
|salesman in New England knowing 
'so little about power transmission 
| that he had already given up the idea 
of attending the meetings of the 
power transmission club as_ being 
over his head, was told by one of 
his customers one day that he need 
not call any more as orders for a 
competitive type of drive to go on 
each machine had already been placed. 
No amount of arguing could change 
his customer’s mind, so he dug out 
and studied his case studies which 
had been furnished by the M.P.E.A. 
and which he had discarded as being 
too technical. The next day he re- 
turned to his lost customer, and with 
the aid of these case studies, outsold 
two motor and power engineers, got 
the order for the competitive drives 
cancelled and sold a modern group 
drive installation. That mill supply 
salesman not only sold a good order, 
but preserved a customer. 

A Fulton Supply Company sales- 
man had a similar experience. He 
picked a most difficult prospect, a 
former customer whom he had lost 
five years before through that cus- 
tomer installing unit drives on every 
machine in his plant. This salesman 

















With “’Chiseling’’ Out of the 


As I view the New Deal under the | 


Way 
An UP-TO-DATE 


CUNEO 
CATALOG 


| becomes doubly necessary 





| Under N R A, price-cutting and 
other forms of chiseling have been 
thrown into the discard. 


There is nothing now to prevent the 
intelligent, aggressive distributor car- 
rying good lines from doing a whole- 
some, profitable business— 


PROVIDED te backs up the 


efforts of his salesmen with a com- 
plete, up-to-date presentation of his 
lines in a new catalog which will be 
constantly at the buyer's elbow. On 
the other hand, there is no telling how 
much business will be lost to the dis- 
tributor who neglects this important 
step. 


The Cuneo Method enables you to 
build a modern catalog quickly and 
inexpensively. 


WE OFFER YOU— 
ve of pages in individual 


—tThe services of artisans of many 
years experience in merchandising and 
compiling mill supply and hardware 
lines. 


—The resources and facilities of one 
of the world's largest printers. 


We solicit the opportunity to give 
you complete information. 


CUNEO CATALOG SERVICE CO. 


Twenty-Second — Canal — Grove Sts. 
CHICAGO 
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SHERMAN 


RADIATOR FILLER 
FAUCET— all brass 
“The Best Yet Made 


—and the Price is Low” 


CONVENIENT - STRONG 
DURABLE - ECONOMICAL 








—a Profitable Item for 
Distributors with an 
Automotive market. 


Lone spout 
fits any automobile 
radiator opening and 
protects the hand from 
burns from hot steam- 
ing radiators. Smooth 
stream without splash, 
easily controlled from 
full stream down to a 
mere trickle. No drip. 
For hard service 
made of high grade 
tough bronze with 
accurate, long wearing 
mechanism. Easily re- 
paired (though seldom 
necessary) because of 
easy accessibility of all 
parts of self-closing 
valve. 

Packed in cartons 
weight approximately 
one pound each. 





%4 Hose 
Thread 


It’s easy to sell 
Write for complete facts 


H. B. SHERMAN MFG. CO. | 
16 Barney St. 


BATTLE CREEK, MICH. U.S.A. | 




















We'd Like 
to Hear from You 
= drop us a line 


asking for our cata- 
log and complete facts 
on Rockford Screw Prod- 
ucts. No obligation. 


We simply seek the op- 
portunity to point out to you 
the advantages of this excel- 
and to tell 
how we will cooperate with 





lent line, you 


you in making it a volume 


UL 


and profit builder for you. 
2 


4s evidence of Rockford qual- 
ity, consider this: Our cap 
screws are accurately and uni- 
formly made from .30-.37 car- 
bon normalized steel on the 
most modern machinery. 





CAP, SET, WOOD BOLTS - NUTS 
AND LAG SCREWS SPECIAL WORK 








ROCKFORD SCREW PRODUCTS CO. | 


Railroad Ave. at Ninth St. ROCKFORD, ILL. | 


) 








The Johnson Bronze wrecking crew, P. W. 


R. C. Clark are pictured in true crew fashion. 


enlisted the aid of the Georgia Power 
Company which, like most power 
companies, was more than anxious to 
cooperate in this work, and proved 
to this customer that he had three 
times as much installed horse power 


| in his plant as he needed, and that 


by the installation of modern group 


| drive he could reduce his power bill 


$2400 a year. 








| These 


Merceau, R. H. Hoge, Lee Berthold and | 






seeming! - 
monplace aeme nee 
great profit-builders for 
the mill supply distribu- 
tor and there is hardly 
an industrial that doesn’t 
buy these things in lots 





of a thousand to millions. 


Ottemiller makes a full Why not 
line of set screws, cap 
screws, coupling bolts ora 
and milled studs—thor- latest 
oughly good and depend- 
ably uniform. catalog? 


THE WM. H. 


OTTEMILLER 


That salesman, who | 


had known little of power transmis- 


sion until the organization of the 
power transmission club, got the order 
for all of the equipment for modern 
group drive, replacing 53 unit drives. 
He not only got the order, but 


| brought back a customer whom he 


had lost years ago. 

Word comes also from George A. 
Delhome, mill supply salesman of 
Houston, Texas, of how he obtained 


more business through his participa- | 


| tion in his local power transmission 


club. By using some of the case re- 
ports issued by the M.P.E.A. and by 
profiting from some of the power 
transmission facts acquired in local 


club meetings, Mr. Delhome was able | 
to aid a customer in correcting a | 


drive which had been giving trouble | 


with the result that he now gets all 
this company’s transmission business. 

These are some of the experiences 
of salesmen as to the value of this 
cooperative industry work. No less 
emphatic are the statements of dis- 


tributor executives participating in | 


this program, which are well set forth | 


in. the words of George Winship, 
president, Fulton Supply Company, 
Atlanta. He says: 

“Power transmission lines have be- 
come more attractive than ever as 2 
result of the effective work being 
done by manufacturers and distribu- 
tors. This is practical evidence of the 


COMPANY 
York, Pa. 


We also manufacture Dardelet Thread Screws 











COILS 


Copper 
Brass 
Nickel 
Monel 
Block Tin 
Aluminum 


Stainless Steel 


Made in all styles to fit 
any tank, boiler, heater, 
evaporator, kettle or 
still. High and low pres- 
sure. Send sketch or 
blueprint for quotation. 


ARTHUR HARRIS & CO. 
210-218 N. Curtis St., Chicago, III. 


Coppersmiths, Engineers, Bronze Founders 
and Float Manufacturers Established 1884 
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concrete value of the group-by- 

industry work now under way.” 
The organization of M.P.E.A. is 

founded on cooperation. Its job is 


cooperatively to aid distributors and | 
their salesmen in selling the econ- | 
omies of modern group drive by pro- | 
facts developed | 
through actual case studies made in | 


viding them with 


plants. 
In reality, the efforts of the | 
M.P.E.A. are a practical working out | 


of the theory that group-by-industry 
activities are decidedly worth-while 
when the members of that industry 
really cooperate. 

*<¢ « 


Newsy Notes from the Triple 
Convention 
(Continued from page 30) 
need for a simple, inexpensive cost 
system which will inform us of our 
real costs. By that I mean a break- 
down of costs by individual lines. 


Until such a system is devised and | 
adopted by distributors, we must rely | 


upon our business intuition and ex- 
perience and the fairmindedness of 
our manufacturing friends.” 

* * ok 


Fish or Fowl 
ARRY RUHF, president, 
tional Association, urged that 
manufacturers make known their 
sales policies, so that distributors 
may know just where they stand. 
“The distributor,” said Mr. Ruhf, 


‘has no bones to pick with manu- | 
facturers who believe their interests | 


are best served by going direct to 
the consumer. Every manufacturer 
has a right to sell as he sees fit. But 
the manufacturer who straddles the 
issue is a thorn in the distributor’s 
side. 

“T feel that this fence-straddling 
practice on the part of some manu- 
facturers is one of the most destruc- 
tive and unnecessary evils in our in- 
dustry. No consumer, regardless of 
the size of his purchases, is entitled 
to the same or lower prices than a 
distributor of mill supply items be- 
cause the consumer buys these com- 


modities only because he needs them, | 
not because he is interested in pro- 


moting that particular manufactur- 
er’s line. The distributor, on the 
other hand, is interested in promot- 
ing the lines he handles and he 
spends his money in developing 
them. He is, in reality, a part of the 
manufacturer’s sales organization.” 


Na- 
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There are Roper Pumps for hand or power drive; for trans- 
| ferring the lightest to the heaviest liquids. 


and long life. 


with you. 


Factory: 
Rockford, Ill. 











If it’s PUMPS 
YOU WANT~- 


years of pump manufacturing experience has taught us 
industry's pumping needs. 


Roper Pumps are compact; hydraulically correct in design; 
extremely simple (2 moving parts); positive in operation; smooth 
| pulsation-less flow; ease of adjustment and repair; good suction 


| This plus the liberal Roper Distributor policy which includes real 
| protection for you—engineering service, sales and advertising 
| assistance—makes the Roper the profitable pump line to handle. 
We will be pleased to discuss representation 


ROPER 










Branch Offices: 
Philadelphia 
Chicago Dallas 
Atlanta 
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—_— 2, ie 
—Lemaud proof 
FACTS support the claim that WRIGHT 
HOISTS are superior. For example, this 
Wright Army Type Trolley Hoist (a com- 
bination of the Wright High Speed Hoist 
and a Wright Timken Roller Bearing 
Trolley) saves headroom. It provides the 
speed, ease in handling, and safety re- 
quired in the modern plant. Write today 
for complete information to 


WRIGHT MANUFACTURING DIVISION 
of the American Chain Company, Inc. 
York, Pennsylvania 
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--NEW SCHEDULE} 
| MUST HAVE 100} 
_|GROSS RIGHT AWAY | 











We flelp on 
Rush Orders 


Greenfield Distributors can call on four 
big factory warehouse stocks which are 
at their disposal all the time—in New 
York—Detroit—Chicago — and Greenfield, 
Mass. 


Greenfield Distributors are handling a 
nationally advertised line, complete, high 
in quality, and one that is easy to sell 
because it is so well known. 


Greenfield Distributors give 
ice—get more orders, make more profit. 


better serv- | 


It pays to handle Greenfield Small Tools. | 








Other Products 


Screw Plates, Gages, Reamers, 
Pipe Tools 


tet D 
CORPORATION 
GREENFIELO. MASSACHUSETTS 

New York: 15 Warren Street 

Chicago: 611 West Washington Blvd. 

Detroit: 228 Congress St., W. 
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